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1. An Introspective Study on Retail Sector - The Current Scenario in 

Gujarat and India 

Prof. Jignesh Vidani, Assistant Professor, LJ. Institute of Management 
Studies, (Affiliated Gujarat Technological University) 

Prof. Abhigna Dholakia, Research Scholar, Gujarat University 

Retailing is a crucial function of supply chain management which 
connects consumer and producer in many ways. It contributes heavily to the 
growth of a Country. In the changing global scenario and demographics of 
consumers. Retailing requires a special attention from Researchers which 
will create a base for the further dynamic research issues. Retail sector has 
been changing the gear at a high speed using promotional strategies as a 
weapon. The rapid growth of retail sector has led expansion in metro as well 
as smaller cities in India. Gujarat has always welcomed change and 
progressive sectors, wherein Retailing is not an exception. The growth of the 
Retail sector has always attracted Entrepreneurs from different spheres- 
from Paanwala to chaiwala, from mom and pop shops to convenience stores, 
from Supermarkets to giant Malls. Henceforth the EDI has always been a 
debateable issue as far as Indian Retail sector is concerned. Hence 
conceptual clarity is required to study the retail scenario in Gujarat and India 
with reference to EMCG industry- Organised and unorganised both. The 
paper focuses on current scenario of Retail sector in Gujarat and India to 
evaluate the direction of Retail sector and its preparedness for the upcoming 
dynamic consumer behaviour practices and identifies a huge scope for 
expansion. 

Keywords: Retail, Changing global scenario and demographics, EMCG 
industry. Organised Retailing, Unorganised Retailing. 

Introduction 

Retail provides a Link between producer and consumer which offers 
convenience in shopping along with complementary services, which has 
forward and backward linkages help everyone involved in the Supply Chain 
Management. 
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Retailing in a simple language involves the procurement of varied 
products in large quantities from various sources/producers and their sales 
in small lot for direct consumption to the purchaser. The descriptor for the 
Indian Retail sector has been Immense potential which needs to be 
converted into performance by the large population base, young upwardly- 
mobile and affluent middle class, rapid urbanization and growing internet 
and smart phone penetration. The retail sector in India is witnessing a huge 
revamping exercise as it has been segregated into Organized and 
Unorganized sector. Which attracts FDl in Indian Retail? In order to study 
the attractiveness of Indian Retail market this conceptual paper studies the 
Scenario of Retail sector in India in brief and in Gujarat in detail especially 
with respect to FMCG Industry. (Jia, 2010) 

What is Retail? 

In today’s competitive environment, retaining customer is a difficult 
task. Customer should get the product at their doorstep, due to which many 
intermediaries went on adding to the distribution channel. Distribution 
becomes narrower with the innovation of the word “Retail”. Retail is defined 
as any business that directs its marketing efforts towards satisfying the final 
consumers, based up on the organization. 

The word ‘retail’ is dried from the French word retailer, meaning ‘to cu a 
piece off or ‘to break bulk’. (Jia, 2010) 

Who is a Retailer? 

A Retailer is one who sells goods or commodities directly to 
consumers. These items are purchased from the manufacturer or wholesaler 
and sold to the end user at a marked up price. 

A retailers is a person, agent, company, or organization which is 
instrumental in reaching the goods, merchandise or services to the ultimate 
customer. Retailers assume risks both on behalf of their customers and of 
the producers and so have become an essential shock absorber in the 
economic system. 
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Meaning of Retailer 


Retailers are referred to as middlemen or intermediaries because they 
occupy a middle position in the distribution channel. They receive goods 
from producers and wholesalers and pass it on to customers. The retailers 
are able to accomplish this through the store located at a convenient place 
and also by ensuring that the customer is focal point for the selection and 
display of stock. (Suja, 2ou) 

Retailers are the emerging class of intermediaries who help 
manufacturers to reach the masses of customers within a less period of time. 
They play an important role in society. From the customer point of view, the 
retailer serves him by providing the goods that he needs in the required 
assortment, at the required place and time. From an economic standpoint, 
the role of a retailer is to provide real added value or utility to the customer. 
A retailer is a person, agent, agency, company, or organization which is 
instrumental in making the goods, merchandise, or services to reach the 
ultimate consumer. Retailer performs specific activities such as anticipating 
customer wants, developing assortments of products, acquiring market 
information, and financing. (Suja, 2011) 

Meaning of “Retailing”: 

Delivering the products is not an end job which a retailer does, today 
to be the best he needs to deliver services associated with the product. The 
word Retailing is defined as “The set of business activities that adds 
value to the products and services sold to consumers for their 
personal or family use”. (Jia, 2010) 

Retailing involves a direct interface with the customer and co¬ 
ordination of business activities from end to end right from the concept or 
design stage of a product or offering, to its delivery, and post delivery 
services to the customer. (Gibson Vedamanil, 2003) 

Definition of Retailing: 

Retail comes from the French word retailer, which refers to "cutting 
off, clip and divide" in terms of tailoring (1365). It first was recorded as a 
noun with the meaning of a "sale in small quantities" in 1433 (French). Its 
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literal meaning for retail was to "cut off, shred, paring". Like the French, the 
word retail in both Dutch and German (detailhandel and Einzelhandel 
respectively), also refers to the sale of small Quantities of items. 

Some important definitions of Retailing are given below. 

According to Philip Kotler- “Retailing includes all the activities 
involved in selling goods or services to the final customers for personal, non¬ 
business use.” 

According to David Gilbert —Any business that directs its marketing 
effort towards satisfying the final consumer based upon the organization of 
selling goods and services as a means of distribution. 

According to Chetan Bajaj —Retailing is defined as a conclusive set of 
activities or steps used to sell a product or a service to consumers for their 
personal or family use. It is responsible for matching individual demands of 
the consumers with supplies of all the manufacturers. (Chetan Bajaj, 2005) 
Retail trade services are of two types: 

1. Non-specialized store retail trade services 

2. Specialized store retail trade services 

1. Non-specialized store retail trade services group includes: 

Retail sales services of non-specialized stores, such as supermarkets 
and department stores that carry a wide range of goods, new or second¬ 
hand, that are displayed on racks or shelves for the customer to make their 
own choice and carry up to the cashier to make payment services of retail 
auctioning houses 

2. Specialized store retail trade services group includes: 

Retail sales services of specialized stores that carry a narrow range of 
related new or second-hand goods and where assistance is often provided to 
the customer by the sales staff or owner of the store 

In both the ISlC and NACE classifications retail trade services are 
classified into nine groups by type of sale outlet. These groups are further 
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subdivided by the range of products sold or by the forms of trade in the case 
of sales not via stores. Again, the NACE classification provides more detailed 
subdivisions. The ISIC groups are: 

• Retail sale in non-specialized stores; 

• Retail sale of food, beverages and tobacco in specialized stores; 

• Retail sale of automotive fuel in specialized stores; 

• Retail sale of information and communications equipment in 
specialized stores; 

• Retail sale of other household equipment in specialized stores; 

• Retail sale of cultural and recreation goods in specialized stores; 

• Retail sale of other goods in specialized stores; 

• Retail sale via stalls and markets; 

• Retail trade not in stores, stalls or markets. 

The NAICS classifies retail trade activities under sectors 44 and 45, which are 
broken down into twelve subsectors: 

• Motor vehicle and parts dealers; 

• Furniture and home furnishings stores; 

• Electronics and appliance stores; 

• Building material and garden equipment and supplies stores; 

• Food and beverage stores; 

• Health and personal care stores; 

• Gasoline stations; 

• Clothing and clothing accessories stores; 

• Sporting goods, hobby, book and music stores; 

• General merchandise stores; 

• Miscellaneous store retailers; 

• Non-store retailers. 

Source: (Department of Economic and Social Affairs,USA, 2015) 
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Research Objectives: 


1. To study the Retail Scenario in India 

2. To study the potential of Retail Scenario in Gujarat. 

3. To study the FMCG Retail current growth. 

4. To study the challenges and opportunities of Organized and 
unorganized retail sector. 


Research Methodology 


Data Sources 

Journals and from previous study related to 
the retailing sector. 

Period of Research 

18 days 

Research Design 

Descriptive study 


Indian Retail Sector: 

Evolution: 

The world first saw the emergence of retailing in the pre 1850s when 
the Yankee Peddlers, Bartering, Trading Posts and General stores were in 
place. The first departmental store was established in 1851 by the name of F & 
R Lazarus Company in the U.S. Between i860 and 1910, chain stores and early 
general stores dominated the scene. In 1932, the first super market was 
established in New Jersey (Big Bear). (Custom writing) 

In India the retail market is as old as in the global context. However, 
the concept organized retailing is comparatively new. Retailing has been one 
of the prominent driving forces in business in India. Traditionally it has been 
dominated to a large extent by the unorganized sector. But the growth of the 
organized sector has been steadily increasing especially after liberalization of 
the Indian economy. The process started with the establishment of the 
Shopper’s Stop outlet at Andheri, Mumbai in i99i.Then, other organized 
retailing stores like Kids Kemp, Crossroads, RPG’s Music world. Pyramids etc 
followed the trend. (Custom writing) 

The Indian retail industry has emerged as one of the most dynamic 
and fast-paced industries due to the entry of several new players It accounts 
for over ro per cent of the country’s Gross Domestic Product (GDP) and 
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around 8 per cent of the employment. India is the world’s fifth-largest global 
destination in the retail space. 

India is the world’s fifth largest global destination in the retail space. In 
FDI Confidence Index, India ranks i6th (after U.S., Canada, Germany, United 
Kingdom, China, Japan, France, Australia, Switzerland and Italy). (India 
Brand Equity Foundation, December, 2019) 

Market Size 

Retail industry reached to US$ 950 billion in 2018 at CAGR of 13 per 
cent and expected to reach US$ 1.1 trillion by 2020. Online retail sales are 
forecasted to grow at the rate of 31 per cent year-on-year to reach US$ 32.70 
billion in 2018. Revenue generated from online retail is projected to grow to 
US$ 60 billion by 2020. 

Revenue of India’s offline retailers, also known as brick and mortar 
(B&M) retailers, is expected to increase by Rs 10,000-12,000 crore (US$ 1.39- 
2.77 billion) in FY20. 

India is expected to become the world’s fastest growing e-commerce 
market, driven by robust investment in the sector and rapid increase in the 
number of internet users. Various agencies have high expectations about 
growth of Indian e-commerce markets. (India Brand Equity Eoundation, 
December, 2019) 

Investment Scenario 

The Indian retail trading has received Eoreign Direct Investment (EDI) 
equity inflows totalling US$ 1.85 billion during April 2000-June 2019, 
according to the Department for Promotion of Industry and Internal Trade 
(DPIIT). 

With the rising need for consumer goods in different sectors including 
consumer electronics and home appliances, many companies have invested 
in the Indian retail space in the past few months. 

India’s retail sector investments doubled to reach Rs 1,300 crore (US$ 180.18 
million) in 2018. 

Wal-mart Investments Cooperative U.A has invested Rs 2.75 billion 
(US$ 37.68 million) in Wal-Mart India Pvt Ltd. (India Brand Equity 
Eoundation, December, 2019) 
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Government Initiatives 


The Government of India has taken various initiatives to improve the 
retail industry in India. Some of them are listed below: 

• The Government of India may change the Foreign Direct Investment 
(FDI) rules in food processing, in a bid to permit e-commerce 
companies and foreign retailers to sell Made in India consumer 
products. 

• Government of India has allowed loo per cent Foreign Direct 
Investment (FDI) in online retail of goods and services through the 
automatic route, thereby providing clarity on the existing businesses of 
e-commerce companies operating in India. (India Brand Equity 
Foundation, December, 2019) 

Road Ahead 

E-commerce is expanding steadily in the country. Customers have the 
ever-increasing choice of products at the lowest rates. E-commerce is 
probably creating the biggest revolution in the retail industry, and this trend 
would continue in the years to come. India's e-commerce industry is 
forecasted to reach US$ 53 billion by 2018. Retailers should leverage the 
digital retail channels (e-commerce), which would enable them to spend less 
money on real estate while reaching out to more customers in tier-2 and tier- 
3 cities. The Union Budget 2019-20 is expected to give boost to the rural 
consumption in India. 

It is projected that by 2021 traditional retail will hold a major share of 
75 per cent, organised retail share will reach 18 per cent and e-commerce 
retail share will reach 7 per cent of the total retail market. 

Nevertheless, the long-term outlook for the industry is positive, 
supported by rising incomes, favourable demographics, entry of foreign 
players, and increasing urbanisation. (India Brand Equity Eoundation, 
December, 2019) 
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Gujarat Retail Sector 

India’s retail sector is one of the fastest growing sectors in the Indian 
economy. Gujarat, which has a strong middle class population and one of the 
highest per capita GDP, is now becoming a preferred destination for the 
organized retail sector. This is evident with the spurt of malls in the State 
with companies like Prozone that are looking at setting up their first two 
malls in Rajkot and Surat before entering other cities in India. Raymond, too, 
started its first kids apparel store, Zapp, in Ahmedabad before entering 
markets like Mumbai and Pune. 

The unit retail space in Ahmedabad is 2.3 square feet per household, 
which is amongst the highest in India as compared to four for NCR (Delhi) 
and 2.5 for Pune. The cost of rentals is also lower compared to other cities in 
India providing an incentive for the industry to flourish. 

Apparels and jewellery retailing offers tremendous opportunities for 
the sector. Gujarat, which, is the hub for textile and jewellery manufacturing 
in India is well positioned to exploit this opportunity. The better availability 
of power supply in the State would also fuel the consumption of consumer 
durables. The entrepreneurial skills of the local population coupled with 
Government initiatives of development through public private partnership 
are acting as a growth drivers for the sector. The Government plans to open 
1,000 fair price stores in public-private partnership in various cities of 
Gujarat. The Government is also increasing tie-ups with co-operatives and 
private retail players to accelerate the growth of this industry. 

Gujarat has witnessed an impressive agricultural growth in the last five 
years. Going forward the sector is expected to do even better, which would 
increase the rural purchasing power, providing a good opportunity for rural 
retail business. With Government’s initiatives, Gujarat could lead the way in 
tapping the great Indian retail opportunity. (Confederation of Indian 
Industry) 

FMCG Industry in India 

Fast moving consumer goods (FMCG) are the fourth largest sector in 
the Indian economy. There are three main segments in the sector - food and 
beverages which accounts for 19 per cent of the sector, healthcare which 
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accounts for 31 per cent and household and personal care which accounts for 
the remaining 50 per cent. (India Brand Equity Foundation, January, 2020) 
The FMCG sector has grown from Rs 2,20,852.4 crore (US$ 31.6 billion) 
in 2011 to Rs 3,68,669.75 crore (US$ 52.75 billion) in 2017-18. The sector is 
further expected to grow at a Compound Annual Growth Rate (CAGR) of 
27.86 per cent to reach Rs 7,24,759.3 crore (US$ 103.7 billion) by 2020. FMCG 
market is expected to grow at 9-10 per cent in 2020. FMCG urban segment 
witnessed growth rate of 8 per cent whereas rural segment grew at 5 per cent 
in quarter ended in September 2019; supported by moderate inflation, 
increase in private consumption and rural income. 

Accounting for a revenue share of around 45 per cent, rural segment is 
a large contributor to the overall revenue generated by the FMCG sector in 
India. Demand for quality goods and services have been going up in rural 
areas of India, on the back of improved distribution channels of 
manufacturing and FMCG companies. Urban segment accounted for a 
revenue share of 55 per cent in the overall revenues recorded by FMCG 
sector in India. (India Brand Equity Foundation, January, 2020) 

FMCG Companies are looking to invest in energy efficient plants to 
benefit the society and lower costs in the long term. Patanjali will spend Rs 
5,197.85 crore (US$ 743.72 million) in various food parks in Maharashtra, 
Madhya Pradesh, Assam, Andhra Pradesh and Uttar Pradesh. Dabur is 
planning to invest Rs 250-300 crore (US$ 38.79-46.55 million) in FY19 for 
capacity expansion and is also looking for acquisitions in the domestic 
market. Tata’s are also planning to expand its home and personal care 
products in FMCG sector. In FY19, ITC made more than 60 launches in the 
fast-moving consumer goods (FMCG) segment in India. Investment 
intentions related to FMCG sector, arising from paper pulp, sugar, 
fermentation, food processing, vegetable oils and vanaspati, soaps, cosmetics 
and toiletries industries, worth Rs 15,961 crore (US$ 2.28 billion) were 
implemented between January 2017 to July 2019. In 2019, RP-Sanjiv Goenka 
Group to invest capital fund of Rs 103.01 crore (US$ 14.74 million) in FMCG 
start-ups. Nestle plans to invest Rs 700 crore (US$ 100.16 million) to open a 
new plant in Sanand for Maggi. ITC plans to invest Rs 700 crore (US$ 100 
million) in food park in Madhya Pradesh. (India Brand Equity Foundation, 
January, 2020) 
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Organized Sector and Unorganized Sector 

The Retail Industry in India has come a long way to emerge as one of 
the most dynamic and fast paced industries with several players entering the 
market. Changing consumer profile and demographics, increase in the 
number of international brands, economic implications of the Government 
increasing urbanization, credit availability, improvement in the 
infrastructure, increasing investments in technology and real estate, are the 
factors responsible for the growth of the industry currently estimated to be 
worth $520 billion and is expected to grow at a CAGR of 13% to reach around 
$950 billion by 2018. Food and grocery is the largest category within the 
retail sector with 60% market share followed by the apparel and mobile 
segment. Meanwhile, foreign direct investment (FDI) inflows in single-brand 
retail trading during the period April, 2000 - May, 2014 stood at $158.53 
million, as per data released by Department of Industrial Policy and 
Promotion (DIPP). 

However, Government's initiative to allow 51% foreign direct 
investment (FDI) in multi-brand retail has been a subject for debate for quite 
some time now. Indian retail sector has therefore attracted the attention of 
people from various fields including academia, industry, research 
organizations. 

Broadly, the industry could be divided into organized and unorganized 
sectors. Organized retailing refers to trading activities undertaken by 
licensed retailers, that is, those who are registered for sales tax, income tax, 
etc. These include the corporate-backed hypermarkets and retail chains, and 
also the privately owned large retail businesses. Un-organized retailing, on 
the other hand, refers to the traditional formats of low-cost retailing, for 
example, the local kirana shops, owner operated general stores, paan/beedi 
shops, convenience stores, handcart and pavement vendors, etc. 

Organized Retail: The market of organized retail segment despite the 
downturn is growing exponentially, as economic growth brings more people 
into the consuming classes and organized retail lures more shoppers into its 
open doors. Organized retail penetration, which is currently estimated at 
7.5%, is expected to reach to 10% in 2018 at a robust CAGR of 19-20% during 
the same period, driven by a combination of demand, supply and regulatory 
factors, which are expected to be the growth engines of the Indian consumer 
and retail market. In the organized market. Clothing and Textile segment 
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occupies 37%, followed by Consumer Durables segment occupying 20%. 
Despite the low percentage, Indian textile industry has grown noticeably in 
organized retailing of textile products. The negative phase in exports may 
have compelled the Indian textile retailers to explore the opportunities in 
the domestic market substantially causing the outstanding growth in the 
concerned segment. These indications give a positive notion that organized 
retailing has arrived in the Indian market and is here to stay. 

The growth factors in Indian organized sector are various but it is 
mainly due to the fact that India's economy is booming. Also, the rise in the 
working population which is young, pay- packets which are hefty, more 
nuclear families in urban areas, rise in the number of women working, more 
disposable income and customer aspiration, western influences and growth 
in expenditure for luxury items are some of factors for the growth in Indian 
organized retail sector. 

Un-organized Retail: Ninety two percent of the retail sector still 
consists of unorganized sector, which is a good contributor to the economy 
as its employs roughly around 370 million workforces. It majorly consists of 
food processing market as compared to the organized sector, which only 
holds r8% overall market share. The All India food consumption is close to 
Rs 9,000 billion, with the total urban consumption being around Rs 3,300 
billion. This means that aggregate revenues of large food players is currently 
only 5% of the total Indian market, and around r5-2o% of total urban food 
consumption. Most food is sold in the local 'wet' market, vendors, roadside 
push cart sellers or tiny-kirana stores. Reportedly, the share of an Indian 
household's spending on food is one of the highest in the world, with 48% of 
income being spent on food and beverages. 

Less distance from home, traditional mindset of Indian consumer. 
Customer relationship, bargaining power, various options to cut costs like 
labour cost, operational cost, etc are some of the reasons behind the extra¬ 
ordinary growth of un-organized sector in India. (Accord Fintech, Mumbai, 
August 11, 2014) 

It was found that when compared to the unorganized retail format, 
most of the respondent had a good image about the organized retailers. Even 
the unorganized retailers had a good share in Market, but due to factors 
such as space, parking etc. a gap existed between both the formats. The 
customers wished for more outlets being opened. In spite of the enormous 
potential and growth opportunities available for the organized sector, it 
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might not create a major impact on the unorganized retailers because of the 
mindset of the consumers will who cannot think of a life without having a 
local neighbourhood store (kirana store). (Chandramana, February,2016) 

Conclusion 

At this stage India faces a win-win situation where in modern and 
traditional store are coexisting. The kirana has a convenient location and 
low- cost structure, along with customer attachment, whereas modern retail 
offers varied product mix and a better shopping experience. 

This study indicated that Customers like to buy fruits & Vegetable 
from air-conditioned supermarkets because of its quality products but due to 
the high prices they still feel conservative to buy these kinds of products 
either from the local mobile vegetables seller or from the nearest vegetable 
market. The study further revealed that proximity was a major comparative 
advantage of unorganized outlets in rural areas. 

Unorganized retailers are having a comparatively strong advantage 
because of their ability to sell loose items, provision of credit, bargaining and 
home delivery facilities. 

From this study it was observed that due to abundance of information 
and its fast transmission, changes in the disposable income and increased 
awareness of quality, they preferred to buy different products from the 
organized and different from the unorganized retailers. 
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2. Covid 19: Pandemic and its Impact on Education: Online Teaching 

System an Overview 


Aswini K, Assistant Professor, Mar Gregorios College Of Arts & Science 


“Love the world as your own self; then you can truly care for all living 
things - LAO TZU. From the above saying it is clear that nature should not 
be harmed through any force and indeed it should be preserved. 2020 has 
made us realize many things which we have forgotten in the past. Nature has 
given us a big lesson from which we should learn many things. It has also 
proved that “Nature is more powerful than humans”. Many persons around 
the globe have lost their jobs and many have lost their life’s as well. In India, 
the situation is still worse. We have never come across such an odd time and 
would either experience it again. One wonderful thing about the Covid -19 is 
that we learnt spend time with family members. All these days we were 
running behind money for making a living, for satisfying our need and 
wants. But this has taught that above all life is precious. It has also taught a 
new way of living. Things have changed in all sorts. Even in the field of 
education there are many undesirable changes which were not even would 
have thought about in the past. 

Keywords: Covid -19, Economy, Disease, Government, Educational. 

Introduction: 

In the year 2020, the most familiar words around the world would be 
positive and negative, number of persons died, number of persons recovered. 
Undoubtedly this COVID-19 has made a great impact on the human lives 
and to the economy as well. Corona virus is a pandemic disease 2019 caused 
by the severe acute respiratory syndrome corona virus. This was first 
identified in Wuhan, Hubei, China in December 2019. It has spread to almost 
216 countries across the world. It belongs to the family of virus which causes 
illness such as common cold, severe acute respiratory syndrome. The 
symptoms would appear after 2-14 days after they have exposed to the virus. 
This virus spreads easily among the people who are in close contact with 
each other. It is quite destructive that it has affected the lifecycle of human, 
economics and the business. In spite of the loss that the economy is facing 
the Government in many countries have forced compulsory lockdown in 
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order to stop the spread the communicable disease. This has been a major 
impact on the world economy. Complete ruin of the entire world economy 
for almost a period of six months is something that the world would not 
have experienced in these years. The world has faced many kinds natural 
disasters like flood, cyclone, rainfall. Tsunami and also have has an impact 
about various communicable diseases like the SCARS, PLAQUES, etc. but 
this COVID has shaken the entire world and has around 7,49,079 deaths. 
Not only the deaths increased because of COVID, due to this continuous 
lock down many people have lost their livelihood. There is an increase in the 
rate of unemployment, increase in the rate of migration, increase in death 
rate, and increase in prices of the basic requirements like vegetables and 
other groceries, loss of job in all the sectors of the society. In every sectors 
there are layoffs because of this COVID. Only 10% of the employment force 
is being employed for carrying out the activities like production, trading and 
marketing. With the increase in technology and communications, Wi-Fi, 
laptop or desktop has helped many of the IT sectors to enter into Work from 
home concept. Educational system is no exception to it. With the smart 
phone all the institutions have started to conducted online classes for the 
students and have made them connected with the academic. Even though it 
is quite new for a country and our students it has made us to accept this new 
technique. Lfats off the advancement in technology and its growth. In a 
densely populated country like India where implementing of a new 
technique is quite difficult we have managed to accept and are quite 
successful about it. 

Online learning is education that takes place over the internet. 
It is often referred to e-learning. Lfowever it is also a type of distance 
learning since it is far from the traditional classroom teaching. The 
education that is required over a lifetime cannot be delivered over 
conventional means. People must learn more efficiently and at the time and 
place of their choosing. E-learning can deliver that. Online teaching helps to 
delivery learners with success by providing the last mile connectivity. It is 
more or less a concept of Work From home for teachers. It does provide a 
hassle and stress free environment to the teachers/professors. Preparing 
Teachers for the future. Technology and learning go hand in hand with this 
concept. This does not require face to face interactions between the faculty 
and the students. Online is electronically supported learning that relies on 
the Internet for the students as well as the faculties. 
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Objectives of the Study: 

> To know about the impact of Covid on educational institutions. 

> To bring about a clear idea about the transformation in the 
educational institutions from the traditional method to the modern e - 
learning concept. 

> To know about the concept of online and the various applications that 
is available for the working of it. 

Impact of Covid -19 on Educational Institutions: 

COVID -19 is impacting almost every sector of the economy and the 
education sector is no exception to it. It has led to the near-closure of the 
schools, universities and the colleges. According to the UNESCO INSTITUE 
OE STATISTICS the closure of the schools was made in 188 countries affected 
more than 1.5 billion students and 63 million primary and secondary teachers 
worldwide. The school closure has not only students, teachers and families 
but have far-reaching economic and social consequences. The impact of 
school closure has also affected the social and economic issues including 
student debt, digital learning, food insecurity, internet, disability services, 
etc. The impact was more severe for disadvantaged children and their 
families. All credit would go the pandemic that we are facing now. Almost 
everything has become virtual without the physical movement. Classes have 
been stated through online mode. However this pandemic situation has 
necessitated a transmission from the tradition way of teaching to a virtual 
mode. We were in the light of making changes and here is the right time to 
have a beginning of it. The future that was expected is here! In order to 
connect the students academically the Government have implemented the 
E-learning programs and many ed - tech firms are offering free online classes 
and attractive discounts on the e-learning modules. This E-learning 
module has also come up with interesting and interactive alternatives as 
compared to the classroom leaning. Moving forward digital learning is likely 
to be integrated with the main stream of education. It will make learning 
diverse across the geographies. In a highly populated country like India it is 
said to have opened the gateway for lot of Indians in terms of bringing 
educational revolutions. It enables high quality in learning with the help of 
internet facilities. 
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Traditional Learning Module: 

For the development of a Nation education places a vital role. 
Education paves the way for the social, political and economic development 
of the country. Effective teaching is very important because it help in the 
development of the child from one level to the other. The traditional way of 
teaching is wide spread that the modern way. The traditional method of 
teaching relies mainly on textbooks while the modern method relies on hand 
on-materials approach. Traditional method of teaching is more on skill 
basis, but modern method of teaching would have big ideas. In traditional 
method assessment is conducted as a separate activity whereas in modern 
method of teaching it involves assessment is seen as an integrated activity. In 
order to be good teacher an effective way to teaching should be adopted. 
While choosing the methods to be adopted by the teachers he/she should 
consider the background of the students, knowledge, environment and the 
learning ability and tools. Various strategies are adopted by the teachers to 
ensure that the students have opportunities to learn. Interactive sections 
during the class hours would lead to better understanding among the 
students. Explaining, Questioning, testing helps in knowing what the 
students have understood. Asking a series of questioning will enable us to 
collect information from the students. Demonstration opens the door for 
exploration of new thinks and visual learning tasks. Team working or 
dividing the students into various groups are other ways learning. This helps 
in thinking in an unbiased way. The learning process most characteristic of 
humans is imitation; one’s personal repetition of an observed behaviour, 
such as a dance. Humans can copy three types of information 
simultaneously: the demonstrator’s goals, actions and environmental 
outcomes. Through copying these types of information, students will opt to 
the surrounding culture. 

Differences between Online and Traditional Education: 

We may mostly think this as “COMPUTER Vs. CLASSROOM”. The major 
differences between the online and traditional way of education could be 
considered under the following heads: 
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(i) Learning styles: 


Online teaching enable independent learning they are self - directed in 
academic goals whereas in the traditional method. Even though may argue 
that online teaching methods have isolated individuals. Pre-recorded audios, 
videos and online presentation mode have engaged the students and are 
proven to be quite interesting way. 

Some of the options of the online class include 

• Email 

• Message boards 

• Instant messaging 

• Video conferencing 

• Chat rooms 

But it has to be mentioned that the online class has not paved the way for 
face to face communication between the students and the teachers. 

(2) Classroom Setting: 

In a traditional course, multiple students gather to learn at a specific 
time and place. Students may attend lecture discussion sessions, 
independent study groups with peers, or interact with the instructor after 
class or during office hours. The style of instruction at traditional 
universities is most often teacher-driven, in that the knowledgeable 
instructor lectures on the subject of his or her expertise. 

Some online courses actually follow the same model, with synchronous 
online class sessions and question-and-answer sessions that serve as 
instructor office hours. However, other online courses allow students the 
flexibility to choose the time and place to learn that is most convenient for 
them. The style of instruction in online programs is more user-driven. 
Depending on the course, students may experience varying levels of control 
over the pace of learning and when they attend the class. 
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(3) Technological Concerns: 

In order to attend the online courses students should have computer 
literacy and must understand how to incorporate these resources into 
lessons, and the teachers must provide instruction on how use these 
resources effectively they may make use of webinars, software programs, 
webcasts, etc.. However, while traditional classes may take place in the 
classroom, students and faculty still require some technology skills for using 
document creation programs, conducting Internet-based research, and using 
other technology resources. Therefore, traditional classes will not save 
students or faculty from having to learn how to use and incorporate some 
technology into their education programs. 

(4) Pacing: 

In a traditional on-campus setting, students must take courses on the 
semester, date and time they're offered. Since there's no physical location, 
online courses often offer more flexibility. This is true in two senses. One, 
many schools offer self-pacing where students absorb the material on their 
own time using resources provided by the college, giving them the flexibility 
to work around their busy work and life schedules. Other schools have a 
more traditional setup, 'conducting' online classes according to a set 
schedule, but offering them in different start times and length. 

Applications used for Online Courses: 

Teachers and parents had many ideas to keep the smart phones away 
from the students as it may lead to distraction from their academic activities 
but all the efforts have gone in vain with the introduction of these online 
classroom activities. But now the use of smart phones has been the silver 
lining to keep the students connected with the classroom. Mobile phones 
have turned smart phones into a virtual classroom. It has enable new and 
advanced system of learning. Various educational applications have made 
everything simpler and enjoyable. 
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Let us see some of the major Educational Apps for the students: 


1. Google Classroom: It is an ultimate solution. It is a virtual classroom 
of sorts and the teachers can give announcements, take classes, 
discussions, submitting and grading assignments, asking for remarks 
and answers, sharing resources and so on. It is also quite easy to set up 
Google classroom. The features of the Google Classroom are (i) 
Enhanced communications (ii) Improved organization (iii) Faster 
grading process. 

2. EDX: The dream of many students is to study in top universities like 
Harvard, MIT, Columbia etc. But it is not easy but if you have this EDX 
on your phone it helps in achieving those dreams. This app has more 
than 2000 courses from the top universities in edX such as computer 
science, business studies, engineering and many more. Certificates and 
university credits received from these universities makes an added 
advantage for the professional career. The features of edX are (i) Video 
tutorials (ii) Study materials handouts (iii) Interactive quizzes. 

3. Khan Academy: It is best free educational apps for students. This app 
aims at providing free and world class education for all curious minds 
across the globe. It has a unique way to drive knowledge into your 
brains. All are meant in video tutorials and the narrator describes each 
lesson through these in the form of a drawing. Features of Khan 
Academy are : (i) Learning in multiple languages (ii) Progress tracking 
(iii) Practise exercises. 

4. Duolingo: This app is special designed for learning language like 
English, French, Spanish, Latin, etc., in an interactive way. It is 
designed by way of a game. So when each level is done it goes with the 
next level and so on. You can put your daily targets and have a 
grammar and vocabulary skills in that particular languages. This app 
also has a record of the performance achieved by you. It has a set of 
interactive stories which would be unlocked in each level that would 
improve your reading and listening skills too. 

Features of Duolingo would be (i) 30+ languages (ii) Interactive stories 
(iii) Forum discussion, (iv) Language learning events. 
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5- Photomath: Even though the online classes are engaged in taking the 
sums theoretically, there comes a practical difficulty while taking 
mathematics, statistics or accounts papers. Photomath app is one of 
the best app for taking problems paper. It is very simple all that we 
have to do is that we should take pictures of the handwritten or 
printed questions and this would automatically give explanations for 
the questions through step by step approach. Features of Photomath 
are (i) Scan Printed/handwritten problems (ii)Animated instructions 
(iii) No need for internet (iv) Multiple solving methods (v) Integrated 
graphs. 

6. Remind: Remind app assembles all the students under a single roof 
and study together. It facilities us to stay connected with our school 
and community. Besides students, this community includes teachers 
and parents as well. It has a unique code, through which regular 
updates on your classroom activities. Features of Remind: (i) Share 
photos, handouts and flyers, (ii) Chat translations in 70+ languages 
(iii)Instant messaging. 

7. Zoom App: This online class app is used by signing up and 
downloading the app for free. It can be downloaded on either PC, Mac, 
Android or iOS and upto 100 people can join the app. It is the original 
software based conference room solutions used around the world in 
board, conference, huddle and training rooms and so on. Features of 
Zoom app are (i) Recording and transcripts (ii) Team Chat (iii) Built - 
in collaboration tools. 

Review of Related Studies: 

1. Interview data from marks, Schrader, and Fevine (1999) revealed that 
paraedsucators perceived that their job responsibilities included: Keeping 
students with disabilities from “bothering” general education classroom 
teachers. 2) Creating all modifications and adaptations for the child, and 
3) Maintaining responsibility for all aspects of the child’s education. These 
findings indicate that paraeducators perceived their duties to be actions 
that are not considered ethical (Heller, 1997): National joint committee 
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on Learning Disabilities (NJCLD), 1999). Marks et al, reported 
corroboration of these perceived job duties by another group of 
paraeducators, but no observation were conducted and no comparison 
made to job description. 

2. In Scotland, more than 4,400 classrooms were appointed between 2000 
and 2001 in an effort to improve adult-to-student ratios. The program was 
federally funded and evaluated in three phases. All data sources verified 
that the amount of time students were engaged in active versus passive 
tasks increased as a result of the presence of the assistants, and that the 
presence of the assistants permitted teachers to improve the quality of 
their teaching time and to engage in more small group and individual 
work with students. 

Scottish teachers also reported that their expectation of students has 
increased because of the added support available to them. Students liked 
working with classroom assistants and appreciated the extra support. 
Student clearly distinguished between classroom assistants, whom they 
saw as “helpers” and teachers. This evaluation study did not disaggregate 
findings for special education students (Wilson et al 2002). 

3. Giangreco (1997) observed classrooms where students with significant 
needs were included and reported that dedicated paraeducators serving 
children one-to-one “hovered” over their charges, which limited 
opportunities for the students to benefit from the teacher’s instruction 
and interfered with social interactions among students. These findings 
were published in a widely read article that served as the wake-up-call for 
those who had rushed to provide every child with an individual dedicated 
para educators. 

4. Harrington and Mitchelson (1986.1987) interviewed teachers who worked 
with Para educators. The teachers reported improved morale, reduce 
stress, and improved school-home-community relations. French and 
Chopra (1999), from interviews with parents similarly reported improved 
school home relations. The parents reported that paraeducators served as 
connectors between the schools and themselves and that the most 
frequent contact with the school came through the paraeducators. 
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Parents spoke of many ways in which paraeducators connect their 
children and created connections between their children and teachers. 

5. Other reports describe Para educators as a vital link to parents and the 
community, noting that they often live in low-income neighbourhoods 
near their schools and are more familiar with their schools’ diverse 
enrolments (Chopra, 2002 and Jennings, 2000). Various anecdotal reports 
tell of Para educators who assisted families in numerous ways. For 
example, in one case a family ran out of food stamps and had nor eaten 
and the Para educators helped the family access a local food bank (Sack, 
1999). 

6. In Scotland, a nationwide evaluation of a major initiative to put classroom 
assistants in every elementary classrooms in the country showed that, at 
the end of two academic years exceeded or met targeted levels. 
Researchers at the Scottish Council for Research in Education noted that 
job descriptions varied by district, and that supervision and training also 
varied considerably. They concluded that classroom assistants had an 
indirect impact on student achievement although they were unable to 
define the precise contribution the classroom assistants made to 
improving student achievement because multiple curricular initiatives 
had been implemented simultaneously (Wilson et al, 2002). 

7. Like the Scottish study and in contrast to the AFT study, the Tennessee 
STAR study attempted to answer the question of Para educators 
effectiveness relative to student achievement but ignored the curricular 
and instructional program factors (Boyd-Zaharias and Pate-Bain, 1998). 
Moreover, Boyd-Zaharias and Pate-Bain (1998) reported that teachers 
provided no direction, that untrained Para educators did whatever they 
wanted to do or only routine paperwork, and, significantly, that many 
teachers resented the Para educator’s presence because the Para 
educators employed during the study were political hires in an economy 
where jobs were precious. 

8. Those authors also noted that the teacher-with-aide and teacher-alone 
group were confounded by students moving between those classes during 
the experiment. In spite of flaws in the Tennessee study, groups with 
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aides consistently performed slightly better than groups with teachers 
alone, but the differences were too small to show statistical significance 
(Institute for Educational Inquiry, 2000).further analysis of the Tennessee 
data showed a small improvement in reading scores for students who 
attended a class with a teacher aide for 2 or 3 years (Gerber et al 2001, pp. 
123). Gerber et al admitted that other benefits that might be associated 
with employing Para educators were not considered in the study. 

Methods of Data Collection: 

The content of this paper was taken from books, journals, and websites 
relating to COVID 19 also about the online classes. This was entirely based 
on the secondary data. 

Conclusion of the Study: 

It is the need of the hour to switch off from traditional mode to the 
virtual mode. Covid -19 pandemic has turned the world totally upside down. 
Each and every sector of the economy has suffered with erroneous losses 
which would take other few years to set it back to normal. This situation has 
worse the living people and many have lost their livelihood. Many companies 
have reduced the work force; many schools have turned into virtual 
classroom. Even though both the methods have its one pros and cons, online 
teaching has become the need of the hour. COVID -19 have made the 
transformation from the traditional learning approach to the modern way of 
online teaching. Online teaching methods convenient, flexible, bring 
education to home etc. but at the same time it requires more time than that 
on - campus classes, it makes a sense of isolation, more independent, no 
hold for the instructor to stay on task, it gives more freedom, technological 
issues. Whereas in the traditional way of teaching accessibility, face to face 
interactions with the students, better way of understanding, knowing them 
personally. This has also some disadvantages like takes time in writing notes, 
teachers lectures are single handed and fits to only a few so this makes 
traditional approach a bit difficult. However, considering the safety and need 
of the hour it has now turned to be quite effective. Teachers can work or be 
engaged with the students without stepping out from their home. Not sure 
when the current situation will be back to normal and we have to adopt to 
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the changing situations. As per the saying the “Change is the only thing that 
does not change” - we too hope that the change that has taken place now 
due to COVlD-19 would resume to back normal. 


-27- 



References: 


1. Akyol, Z & Garrison, D. R. (2011). Understanding cognitive presence in an 
online and blended community of inquiry; Assessing outcomes and 
processes for deep approaches to learning. British Journal of Educational 
Technology 

2. Bates, A. W & Poole, G (2003). Efective teaching with technology in 
higher education: Eoundiations for success. Indian Polies, IN: Jossey - 
Bass 

3. Bonk, C.J. & Graham, C.R. (Eds.) (2005.. Handbook of blended leaning: 
Global persectiews, local design. San Erancisco, CA: Jossey _ Bass 

4. Duffy, T.M & Kirkley J (2004) Learner - centered theory and practices in 
distance education: Cases for higher education. Mahwah, NJ Lawrence 
Erblaum Associate 

5. Garrison, D.R & Vaughan, N.D. (2008). Blended Learning in Higher 
Education, Eramework, Principles and Guidelines. San Erancisco: Jossey - 
Bass. 

6. Means, B., Toyama, Y. Murphy R & Baki, M. (2013). The effectiveness of 
online and blended learning: A meta- analysis of the empirical literature. 
Teachers College Record, 1151-47. 

7. Roblyer, M.D., (2006). Intergrating educational technology into teaching 
(4* ed.). Upper Saddle River, NJ: Pearson Education, Merrill 

8. Guiding and principles to support work - life balance (17 June 2020) 

9. Administrative Guidelines for Offices on the Novel Coronovirus (Covid 
19) outbreak 

10. Guidance on the Management of the Remains of Deceased UN Personnel 
in a Pandemic Environment. 


- 28- 



11. Staff Emergency Support Plan Guidance (9*^^ April 2020) 

12. Alternate working arrangements in the context of COVID -19 

13. https://www.worldcat.org/libraries 

14. https://www.usa.gov/libraries 

15. https://www.wikipedia.com 

16. https://www.bloombergquint.com/coronavirus-outbreak/online teaching. 


- 29- 
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Management 
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Introduction: 

Revenue management is necessary selling the right product to the 
right customer to the right customer, at the right price, time. Revenue 
management deals with maximizing revenue for a fixed period of 
production, since in supply chain it saves capacity for the most valuable 
customer by proper allocation, constantly looking for better revenue in 
supply chain opportunities. 

Revenue management is the application of the disciplined analytics 
that predict consumer behaviour at the micro-market, and optimizes 
product availability, price to maximize, revenue growth. The primary view of 
revenue management is selling the right product, to the right consumer, at 
the right time, for the right price. 

Supply chain is beyond materials management, information 
technology. Total Quality Control management, in the areas which commit 
to organization behaviour, training, infrastructure. In supply chain survival 
lies in integrated of good understanding of the organization who normally 
integrates to follow the goodness of supply chain. 

In supply chain revenue management combines with data mining, 
operation research, with strategy understanding customer behaviour, and 
coordinating with sales, selling. Revenue management must be analytic, 
oriented to be capable of thinking strategically, and manage relation with 
selling. Revenue in supply chain is associated with and utilized with pricing, 
of products which are perishable. 

The revenue management pricing refer to how companies should set 
and adjust their prices in order to maximize profitability, pricing decisions, 
which are common decisions can be complex, decisions are critical 
determinants of profitability, and very few organizations have prices for all 
the products to customers, all the time, through a proper channel of 
distribution. 
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Pricing in supply chain revenue optimization is a tactical function, ( is 
an action taken in responsive to a strategy decision) as prices need to 
change rapidly, and very often. Pricing revenue optimization provides 
guidance on how prices should change, and the given strategic pricing is to 
be established a good position, within a market place, and brings instability 
in the behaviour of the product within the market. 

Dynamic pricing is the main component of revenue management, and 
helps business to balance, supply and demand and respond effectively, 
efficiently to the demand variations, in market segment. Dynamic pricing 
tries to shift business decisions making to fulfill orders, from the available 
sources. In supply chain in order to increase revenue, dynamic pricing 
discriminates customer according to demand arrival. 

In supply chain, pricing decisions revenue management, increases in a 
fragmented supply chain, and manning third party, fourth party logistics 
take up the responsibilities in supply chain. 

Abstract of Study/Review: 

In supply chain, allowing organization to increase revenue since the 
modern technology enables prices changes to be affected at the minimum 
cost in supply chain. In supply chain also understandable that managing 
dynamics of supply chain, both the internal operations, and the relationship. 
Pricing decisions have different effect on operations in logistic and supply 
chain. 

In supply chain management revenue management is the using of 
pricing to increase the supply chain surplus, profit generated from the 
limited supply chain available on the assets utilized. 

Pricing is a factor that gears up profit, in supply chain through an 
approval to match supply chain demand. Revenue management can be 
defined as the application of pricing to increase profit, which is produced 
from a limited supply of supply chain assets. 

The supply chain limited assets are available for assembly, shipment, 
storage, while inventory are available in the inner portion of supply chain 
activities, which are utilized to develop , and make items accessible for 
production, distribution, wholesalers, selling. 

In supply chain there may be two forms one is the capacity of the 
assets that exist for production, transportation, storage, and another is the 
inventory that exist in order to improve the product availability, in which 
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multiple customers, revenue management aims to grow profits by selling the 
assets to the customer, at the right price in supply chain. 

Purpose of Study: 

Revenue management is a scientific study, of a way to dynamically 
manage prices, inventory, capacity to manufacturing, items. In supply chain 
covers traditional issues of forecasting inventory control, dynamic pricing, 
and also improvements making distribution of products in supply chain, 
thus bring in product development, considering competition, future 
research, directive, in manufacturing, revenue, management based on 
systematic understanding, anticipating, capital issues, customer behaviour in 
supply chain. 

In supply chain efficiency is an important business, dealing with 
delivery transportation, of products. In supply chain proper logistic 
management requires streamline process of order, packaging, techniques 
and good transportation system. In supply chain with sudden influx of useful 
of software on every aspect of business, it is hard to see multiple programs at 
process in logistic management, making effective use of any new software for 
further improve organization, improve total revenue of the organization 
generation. 

Literature Review: (With Citation) 

Supply chain management is a network of facility that produces raw 
materials, transporting them into intermediate goods, and final products, 
delivered to customer through distribution system. In supply chain 
procurement, manufacturing, distribution, the basic object in supply chain is 
to maximize production, in supply chain, this are the practices in many 
important industries. 

Supply chain management is beyond material management, 
information technology. Total Quality Management, in which the areas like 
commitment, to the organization behaviour, training structure become a 
part of supply chain. In supply chain survival lies in integration of goods, 
people, understanding of the organization who would like to integrate to 
follow goodness of the supply chain. 
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Different markets add more complications to supply chain, ranging 
from aligning the pricing strategies keeping the objective of maximizing 
revenue, to selecting good supply chain in a fragmented organization. 

In supply chain managing pricing, revenue management decision in 
such environment requires diverse discrepancies such as operation research, 
management science, analytics, information, economics, data analytic, and 
development of software, market economics, and consumer behaviour in 
supply chain. 

Revenue management also encompasses a range of activities related to 
demand planning, price optimization, sales maximization, market 
segmentation, capacity utilisation, inventory allocation, business process 
managed in supply chain. 

In supply chain the analyzing, forecasting, optimizing inventory, time 
variability is through dynamic pricing. The revenue earned by the 
management, is desired to be stimulated by demand, from different 
customers available in supply chain, this is to earn the maximum revenue in 
supply chain, also to understand the perception of the customer, who bring 
in value, and align accurately the right products to the customer as per 
requirement in supply chain. 

Revenue management in supply chain using differential pricing, based 
on customers, needs segmentation, time, product use, capacity, availability 
to increase supply chain profit. Revenue management involves marketing 
finance; finance and operation function to minimize the overall profit. . 

In supply chain activities revenue management is effective, if only one 
or more conditions occur since the value varies in different segments of 
market products that are likely to perish demand, which has seasonal 
requirement, and product can be either bought in bulk, or in to spot market. 
In supply chain it is better to understand customer behaviour, evaluate 
market, and preference be given to implement forecasting process as things 
are found to be important, and should be done successful, with the use of 
revenue management in supply chain. 

In supply chain, every unit, and every product has the capacity to be 
sold in bulk, and also in the spot market. In supply chain bulk selling are 
convenient, needs to be sold at a lower price, on the other hand spot market 
sales, can be sold at a higher price. In supply chain revenue management 
increases profit, by the requirement of correct price, between the bulk prices 
requirements, spot price requirement in supply chain. 
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Research Methodology: 

Primary Data: 

In supply chain operation service management, is generally an 
important part in revenue, in reducing costs of materials, components. 
Logistic, customer service is an important title of research that has been 
done, and conducted to quantify the extension of improvements, in service 
levels, which contribute to the organization, revenue and profitability in 
supply chain. In supply chain logistic customer service, revenue its influence 
is derived by obtaining Quantitative Analysis relation(to match products to 
supply) in supply chain, which evolves dynamically pricing thus involving 
competition, customer relationship, in supply chain. 

Revenue management has the similar impact on all stages of supply 
chain that satisfy the above conditions, price, which must be set with a 
barrier to pay a higher price, set not to pay lower price, as the assets of 
supply chain are reserved to a higher price, that will necessarily be equal to a 
lower price when needed in supply chain. 

In supply chain distribution, and the use of delivery pick up, delivery 
van in any organization has altogether a different system of delivery, and 
pick-up, thus balancing supply and demand. If in any organization, has 
surplus delivery van is available, measure has to be taken up to devise a 
system of delivery system, in supply chain, so that a lower price, can be 
charged if any delivery or pickup is booked in advance, and considered at a 
higher price if the requirement of delivery is immediate in supply chain. 

In supply chain lower price when the season requirement is low, and 
higher price when the season requirement is high, and also when the 
demand is high, and this is on the availability of the product, customer 
demand. The strategies in supply chain are based on differential pricing 
policy, and are to maximize supply chain earnings. In supply chain strategies 
based on customer segment being the product requirement, capacity 
availability, and the impact is based on supply chain performance. 

Secondary Data: 

In supply chain strategy pricing is more important than the pricing 
that is to be implied in general pricing, related to market conditions, pricing 
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and revenue optimization is concerned with determining the prices that will 
come into existence in supply chain. 

In supply chain the modern economic has no normative for right price 
for the goods or service, rendered on which price can be compared, as there 
are only the actual price, that is available in the market for the goods or 
service, floating in the market, the sellers obligation to sell consumers, 
buyers to buy the products in supply chain. 

In supply chain price promotions does allow organization, companies 
to sell the products temporarily on discounts of the products. Revenue 
management strategies measure customer response to promote bring out a 
balance between volume growth, and profitability, and effective promotions, 
maximizes, revenue, when there is uncertainty about distribution, customer 
who can buy the product. 

Results: 

In supply chain revenue management approach is to see that the price 
at different levels, depending upon the number of factors based on the 
different customers, are willing to pay different prices for the same product 
or service. In many of the organization the fixed cost is very high, thus 
resulting in high degree of perish ability, with a multiple market segment, 
instead changing to a single price, multiple pricing may be applied 
depending upon segment timing with purchase and capacity. 

In supply chain products are distributed with long term commitments 
of promotions to attract customers, who will enter into a long time 
agreement, commit contacts, and be able to bring revenue in long term in 
supply chain. In supply chain increasing of contract fees (a mechanism to 
recover cost associated with research, development.) in order to avoid losing 
the customer. Revenue management optimizes the promotion by balancing 
the variables in order to maximize revenue, with minimum turn in supply 
chain. 

In supply chain controlling of inventory revenue management, is 
deployed to have the best place, and allocate the capacity, then able to 
promote discount in order to get the price, thus increase its volume in 
supply chain. 

In supply chain lowering price can also overcome weakness in demand 
gaining market share, thus increasing revenue, demand is created for the 
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product but a threat to the cancellation of the order, as it is also possible in 
supply chain. 

In supply chain price is considered to be a single most important factor 
between firms, and the consumers, and when the prices rises, the demand 
for the product decreases, and the price lowers, the demand for the product 
increases, and may address to adopt dynamic pricing. Revenue management 
practices in supply chain, with the price increase or decrease consumers 
encounter tries to exhibit various degrees of volatility in supply chain. 

In supply the opportunity of giving discount to many consumers, may 
be willing to delay the purchase, with the expectation that the price may 
come down or drop, as the point of risk in the product, or may turn out to be 
a stock out in supply chain. 

In supply chain the interaction between firms, and consumer may turn 
out to be complex with the emergence, of decisions to support, and leverage 
the data available to the consumers change with a prediction in supplier, and 
this given a feedback on the firms pricing decisions as well as the stock 
required to be stocked according to the choice in supply chain. 

Discussion and Findings: 

In supply chain pricing to Make to Order in manufacturing is related 
to Revenue management, where the organization sole objective is to 
maximize revenue, and investigate a continuous yield management, obtain 
an exact solution compared to other barriers of supply chain. In supply chain 
pricing strategy improves supply chain performances in a system of policy in 
production decisions are taken to multi-period in supply, as demand pricing 
can be used to abort delivered variability in supply chain, significant profits 
can be obtained while making changes. 

In supply chain the possibilities or revenue management if in auctions, 
reverse auctions, exchanges, negotiations are a possibility. Design variable 
such as the capacity used for raw materials, used in new products will be a 
mechanism, which becomes a necessary in supply chain. 

In supply chain management Revenue management are scientific way 
of managing prices, inventories, and the capacity of items, services, 
manufacturing. Supply chain deals with modelling optimizing (function 
violating resource contract) of demand management decisions. Supply chain 
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covers traditional issues of forecasting, inventory control and dynamic 
pricing. 

In supply chain Revenue management can control make improvement, 
marketing, distribution, product development, which results in considering, 
the effects of competition, leaning strategic consumer behaviour. Revenue 
management is based on systematic approach to understand, anticipate and 
capitalize on the consumer purchase behaviour in supply chain. 

In supply chain the important resource of manufacture firm is the 
capacity, and any fundamental capacity of allocation principle of the 
Revenue function involving available capacity to meet the needs of the 
most valuable customer in supply chain. 

Future Work/Conclusions: 

The view of the supply chain is a demand generation, competitive and 
designing operation, supply chain, enhancing the revenue of the firm, in 
such a way to maximize contribution to profit. The strategic objective of 
minimizing supply chain, cost, customer service requirement, elevate supply 
chain management emerge to capture revenue enhancement effect. 

In supply chain considering the case of manufacturer that produces 
variety of parts, components with significant capacity in supply chain. The 
manufacturer has to quickly come to a decision whether to accept or reject 
an order after considering the capacity. 

In supply chain integrated pricing, capacity allocation decision in a 
continuous time model considering maximum profit capacity allocation, and 
policy align to bring an abrupt halt in sales to allocate the capacity in supply 
chain. 

In supply chain the capacity reservation in order to make environment 
from different classes of customer, and try to manufacture the products of 
different markets at different rates and to manage time must decide to stop 
serving lower end customer. In supply chain order is from capacity 
considered the case of manufacture that produces variety of components and 
it becomes necessary to accept or reject the order considering the capacity. 

In supply chain integrated pricing and capacity allocation in a 
continuous time model, also conceptual maximizing profit over a time by 
employees capacity allocating pricing strategy for pricing and capacity 
control on multiple products. 
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4 - Profitable Buying Strategy in Supply Chain 

P.Viswanathan, N.C Member of Indian Institute of Materials Management, 

Sr. Faculty 

Profitable buying strategy is a long term which approaches the 
structured to cost reduction, through proper procurement process. In supply 
chain profit in buying strategy gives a choice to the philosophy, and 
psychology of buying, concepts techniques, tools, and the changes that 
delivers cost reduction, outsourcing, negotiation, e-procurement, and the 
organizational issues in supply chain. 

Profitable buying strategy in supply chain is the most important stay 
on discounts, and the need for any supplier, for the timely requirement of 
materials, which is necessary to serve the customer in supply chain. 
Procurement must take advantage of the discount available thus reducing 
cost, and increase procurement profitability. 

In supply chain buying strategy is to prepare purchase orders, and the 
related procurement documents, in which investment, of resources which 
goes on for negotiating, pricing, measuring performance, and improving 
procurement profitability. 

Digitalization of procurement documents using the best possible 
methods of internet of things, e-mails. Short Message Service, and the use of 
Block chain, methods to bring out profitability in buying strategy. 

Key Words: Profitable buying procurement process: buying strategy 
profitability: 

Introduction: 

In supply chain, organizations group their suppliers, and materials in a 
few shipments, which save cost, on processing purchase orders, and 
shipments, and deliveries are to be consolidated, thereby reducing shipping 
cost, and bring in profitable buying strategy in supply chain. 

Reducing inventory in supply chain, excess inventory stored in 
warehouses, should be avoided, to avoid stock-out, shortages, of inventory, 
and it is the responsibility of the procurement teams to get to the 
manufacture to manufacture the required precise level of inventory, that is 
required for production by the use of most sophisticated, efficient 
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digitalization in procurement preventing, excess ordering, reducing 
inventory, levels, and bring in profitable buying strategy in supply chain. 

Streamlining, the entire process in supply chain, by making the 
simplest job process, procurement, buying, sourcing, outsourcing, in¬ 
sourcing, team building activity to help the procurement in better, and more 
effective by bringing in profitable buying in supply chain. 

Supply chain has been transforming into multi-channel, segmentation, 
with different policies in supply chain serving customers, distributors, 
retailers by profitable buying strategy, in supply chain. 

In supply chain segmentation helps to address the biggest problems, 
the demand variability, which is the biggest challenge in driving supply 
chain, but if it is properly structured the segmentation (is a process which 
creates profitable one to one relationship between customers in a supply 
chain) policies for customers, and products which can reduce demand 
variability, thus creating a profitable buying strategy in supply chain. 

Supply chain has allowed buying products through various methods in 
order to increase profitability, through various methods. Short Message 
Service, Internet, Mobile technology. The internet has transformed E- 
Commerce buying access to informal, as it is being used to improve buying, 
purchase, procurement through good communication, with in the supply 
chain, even to develop new sources. The use of internet, Internet of Things, 
machine building Artificial intelligence, has transformed operating network 
speed, into an economic medium carrying transaction with potential direct 
electronic distribution, with the customer. The internet has allowed buying 
to choose customers from the most diverse of products services; products 
around the world, managing relationship with suppliers, customers, on using 
the web to make price comparison, check sales supplier make use of the 
most part of the physical distribution to gain profitability in supply chain. 

Purpose of Study 

In supply chain it has become necessary to provide high levels of 
responsiveness, and efficiency in order to make profit, products can be 
distributed through efficient supply chain, and can be served through 
responsive supply chain, bringing in profitable buying strategy. 


-40- 



In supply chain profitable buying to review on supply chain, arranging 
to procure raw materials at competitive price, efficiently with reducing the 
quality of the material, and cutting costs. 

Analyzing of supply chain expenditure it is necessary to find the cost 
incurred, and where most of the cost has been incurred, and the possibility 
of cutting cost, and actively saving in supply chain, for a profitable buying 
strategy. 

In supply chain it is better to find the best deal, and what the biggest 
cost, expenditure are, negotiate suppliers for discount on early payment, for 
a profitable buying strategy in supply chain. 

In supply chain warehouse management should consider the option of 
mobile integration. By using dynamic inventory management system, team 
should access real-time date accurate inventory, and improve customer level 
service, and an opportunity to develop a brand value. Mobile integration 
provides, and allows warehouse to rise alters in case of lower stock position, 
and allows stock replenishment for a profitable buying strategy in supply 
chain. 

In supply chain warehouse should implement efficient weighing 
system, and handling inventory, weight and quantity directly will have the 
impact on the procurement, and re-stocking process. To create efficient 
inventory delivery system process is to install proper weighing system. 
Having a potential weighing system, will enhance production, and reduce 
manpower, and an additional effort is required for re-stocking process in 
ordering to verify stock, and related to purchase order in a profitable buying 
strategy. 

Supply chain scarcity of materials, with high buying, purchase, 
procurement prices, with the increasing natural calamities; have now shifted 
the paradigm of buying, into a fresh analysis, of how to create profitability, 
in buying, purchasing, procurement in supply chain. Supply chain shrinking 
market conditions, shortage of goods, cost reduction, in supply chain, bring 
in efficiency to produce more return on buying, with less effort, so as to 
bring in increase in sales assignment, so that there is no increase in cost of 
operation in supply chain. 

Supply chain in order to improve the buying practices in purchase 
department, should allow to have control over the purchases, by introducing 
a Centralized Purchasing Department, plan for purchases, at all levels, 
minimize waste, so as to make better decisions on proper buying, focus on 
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quality of the products, evaluate, able to analyze the quality, of the 
suppliers, process the products, try to introduce the purchase locally, 
comprising of an feasibility price, better competition, create close relation 
with local suppliers to build a good relationship, so as to mitigate benefits 
for profitability in supply chain. 

Literature (Citation) 

In supply chain warehouse involves effective management of 
inventory, and also the supplier. A warehouse management system, can be 
sufficient for creating centralized inventory, accessible of all supplier 
information allowing warehouse to audit of suppliers related to operations, 
thus bringing in a profitable buying in supply chain. 

In supply chain distribution strategy is an integral part, and effective 
frame for supplier management, as it takes up better ideas to shorter delivery 
reducing stocking of goods, improve customer service supplier management, 
in a broader field in supply chain, helping to bring better financial stability 
in supply chain, thus formulating effective distribution, and achieve 
profitable growth, better strategy, revenue, cost, and asset utilization in a 
profitable strategy in buying in supply chain. 

Cash flow in supply chain, and monitoring is a fundamental in various 
organization to improve supplier management. It is important to monitor 
payment terms, in several groups in supply chain, and also understand 
technology used for monitoring transfers. Payment technology in context of 
supplier management, refer to payment, vendor bills, point of sale machines, 
e-payment, for receiving goods, and thus improving the profitability of 
buying strategy, in supply chain. 

The supply strategy to reduce inventory without affecting customer 
service levels, shifting cost, to supply chain, which could form a new 
inventory management strategy, being well versed in inventory strategies 
such as just-in-time, collaboration, planning, forecasting, and replenishment 
in a profitable buying strategy in supply chain. 

In supply y chain managing inventory is the responsibility of the 
procurement, and this will involve negotiating the best price, so that to 
ensure best product are manufactured, and sold profitability. The inventory 
thus acquired by the supplier in a definite, and timely manner, is to ensure 
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that distribution is not affected or interrupted so as to affect the profitability 
of supply chain. 

Supply chain can analyze the transaction, which can yield tremendous 
potential with the interaction of customers, as the demand indicates the 
analysis to determine the strategies to improve customer’s profitability in 
buying within the organization. Supply chain with improved technology, 
able to maintain Big Data with Cloud Computing techniques, bringing the 
historical data on suppliers, customers, vendors, as an aid to supply chain, to 
analyze the historical data of customer, consumer adoption of buying, 
procurement, purchasing, in order to meet the critical needs by vendor to 
the requirements of customer, consumer in supply chain. The relationship is 
considered as a core activity in purchase, sales, return on investment that 
brings about the competent buying procedures, procurement functions, sales 
behavior, and the interaction with customers to ascertain the profitability in 
buying in supply chain. 

Supply chain management in buying, purchase, procurement, is to 
bring an increasing importance in a competitive business, competition, in 
supply chain, adopting supply chain strategy, which is to integrate, 
coordinate, general performances in buying, purchases procurement, 
encompassing lean management, agile management, hybrid supply chain 
with supply chain practices including supplier partnership, customer 
relationship, information sharing, with good supply chain purposes of 
supply chain integrating, flexibility customer responsibilities in bringing 
profitability in supply chain. 

Research Methodology: 

Primary: 

In order to meet the needs of the customer’s inventory is to be tailor 
made according to customer needs, which will demand proper forecasting, 
and also prediction of sales, ensuring that stock levels are sufficient without 
interrupting cash flows, financial implications, that lacks demand 
forecasting. In supply chain functions are left to calculate demands to 
increase of increase in margins of consumption in a profitability buying 
strategy in supply chain. 

Supply chain primary function in buying, purchase, procurement, is to 
bring good relationship with suppliers provide high level quality, better 
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prices, taking advantage warranties, discounts, providing better transparency 
on how the organization incurs expenditure, so as to allow to negotiate, 
better contacts, free up cash flow to bring in profitability in supply chain. 

In supply chain optimizing order size, and purchasing frequency, is 
according to the accurate demand forecasting, and the purchase practices 
that support strategic goals of ordering the quantity requires as per 
customers demand, and not carry any additional inventory to keep costs 
under control in profitable buying strategy in supply chain. 

Increasing communication with suppliers can help to negotiate to 
reduce to the Minimum order Quantity, so that smaller orders can be placed 
frequently thus preventing long term risk, and holding high inventory, thus 
bringing in profitable buying strategy in supply chain. 

Smaller orders frequent delivery is liable to increase ordering flexibility, 
when demand shifts occur, and this brings profitability in supply chain 
strategy. 

In supply chain overstocking of Stock Keeping Units in warehouse, 
manufacturing needs to be purchased to replenish inventory, if possibly in 
another location of similar activities, and the best method is to reduce 
inventory, by providing additional expenditure in warehouse, 
manufacturing, transportation, which may not be high that reduction in 
holding stock, the cost does not exceed the cost of transfer of products, thus 
benefitting the profitability in buying strategy in supply chain. 

Supply chain quality buying activities are collectively analyzed with 
data, developing, identifying, elaborating, threats more or less influencing 
each other so as to attain profitability in supply chain. Supply chain into 
quantity buying becomes necessary to design or modify the decisions, during 
the study of development of new products, through qualities research with 
proper data collection, where data is used to express the buying procedure 
for qualitative, quantitative methodology adopted where a proper input 
becomes the criteria in supply chain. 

Secondary: 

In supply chain responsiveness, and integrated supply chain is focused 
on profit in order to meet the consumer needs: Collaboration of product 
development, planning, sourcing, with vendors enable efficient process, and 
sufficient information in a profitable buying strategy in supply chain. 
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Supply chain management should get involved in sharing, manage risk 
with suppliers, as the buying department, should identify the goods services 
as an important aspect to secure appropriate measures in supply chain, so as 
to discuss the economic conditions, resulting in high prices, so as to 
maintain profitability in supply chain. 

In supply chain the approach for information of different stages of 
product cycle, risk involved, and management techniques, and produce 
information to take necessary action on a profitable buying strategy in 
supply chain. 

In supply chain inventory is determined by the variance in supply, and 
the various product in demand variance have to be reduced, then inventory 
will be moved, and does not eliminated, and have to be distributed, as it is 
used for profitable management, matching the supply and demand, daily, 
weekly, monthly requirement on the basis of the product. This reduces 
variance in inventory, and sometimes the inventory does not exist, bringing 
profitable buying strategy in supply chain management. 

In supply chain procurement classification of commodities, 
components, services that are to be procured, are to be bound by risk factors, 
and potential profit: when supply risk is high, when material become scarce, 
and its ability, could affect production, when delivery logistics becomes 
difficult, and also when there are few suppliers affecting profitability in 
buying strategy in supply chain. 

In supply chain the impact of profit, adds a significant value on the 
organization output, and this makes up high proportion of output, and the 
impact on quality, for profitably buying strategy in supply chain. 

Supply chain importance in relationship to performance, the outcome of 
performance, the long term co-operative relationship in buying, which 
should necessarily become operational in buying, so as to create profitability 
in supply chain. Supply chain takes into consideration, the particular aspect 
of the performance, that will be liable to measure the financial, operational 
performance, so as to build up the gap between the buyer, supplier 
relationship, so as to emphasize the buyer, supplier to provide, transparent 
performance, as to improve the profitability, the operational process in 
supply chain, manage relationship development of the activities in supply 
chain among the buyer, supplier decision, bring uncertainty in supply chain 
performance. 
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Discussions/Findings: 


In supply chain strategic items have been given the most importance 
by developing long term supply, analyzing, and managing risk, planning 
contingencies, and considering them as an in-house program, than sourcing, 
bringing profitability in buying strategy in supply chain. 

Leverage items should be provided by using the full purchasing power, 
substitution of products, suppliers, and placing high value orders, or volume 
of orders, so as to bring profitability in buying strategy in supply chain. 

Bottleneck items include ordering or buying excess items, when items 
are in stock as the material available is common, reason of unreliable supply, 
and finding a way to control vendors, and for non-critical items the 
procurement includes standardization, monitoring optimization of orders, 
and inventory to gain better profitability in supply chain. 

In supply chain hybrid products are normally complex in buying, 
purchase, procurement procedure, since they have many components to 
assemble, they combine the capability, of lean, agile supply chain to meet 
the needs of the complex products manufactured; Supply chain management 
encompasses, the practices on a set of approaches, practices that effectively 
integrate with suppliers, manufacturers, distributors, to improve long-term 
business management practices, as defined in buying, procurement, 
purchases management practices, that propose to improve the profitability 
of the supply chain performance. 

Strategic supplier need better coordination between the organization, 
its suppliers, which tend to have long term relationship with supplier, thus 
creating value, with strategic supplier, maintain long term relationship with 
retailers, belonging to the organization, which influence strategic operation 
capabilities of individual organization, to help to achieve the on-going 
benefit as a strategic supplier, including the buying of goods and services in 
supply chain, impacting the supplier system, operation capabilities adding 
value, improving supply chain performances bringing in profitability in 
supply chain. 

Future Work/Conclusion: 

Organizations work hand-in-hand with vendors, spending more time 
on development, of products, to assist vendors in developing products as per 
customer’s requirement in supply chain. In some organizations depend 
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upon single vendor, for some of the important products, components, 
materials, and if this vendor, supplier is unable to perform the requirement, 
and maintain standards, the purchaser may assist the vendor in improving 
service and implement process to improve procurement cycle, thus brining 
profitability in buying strategy in supply chain. 

Supply chain should give priority to customers, vendor, based upon 
the transaction, through a straight forward system adopted in supply chain, 
with a beginning to end-to-end transactional analysis, to ascertain profit, 
either half-yearly, or on a complete accounting year, during the period in 
supply chain, as this provides advantages to the structure adopted in 
purchasing, procurement, maintenance of warehouses, sales forecast 
function, the activity for improvement of lead-time, bringing improved 
process, holding the organization for a profitable buying accountability, with 
good supplier, customer relationship in supply chain. Further create the 
possibilities for a good transparency, without any ambiguity, with the 
supplier, customer, so as to maintain profitability in supply chain. 

Supply chain operations, buying, purchasing, and procurement, will 
merge to become one entity in supply chain, so as to have impact on the 
organization, based on the relationship building, so as to collaborate, 
coordinate across the organization. Logistic will receive special attention; 
preference will be given to marketing operations, organizational behavior, 
psychology if needs to improve the skills so as to be equipped to deal with 
management decisions required to make profitability in supply chain. 
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5- Augmented Reality and Virtual Reality in Supply Chain 

P.Viswanathan, N.C Member of Indian Institute of Materials Management, 

Sr. Faculty 

In supply chain augmented reality, reduces errors, increases the 
picking up of orders, virtual reality can ensure that the products are 
delivered, distributed, in supply chain on timely manner, without damages 
being done to the product. In supply chain control is possible to check the 
navigation system, checking of cargo, temperature controlled loaded 
products, making it more complex, as the time is more consuming, and can 
improve the concepts in supply chain. 

Virtual reality can make delivery secure, able to identify, the 
verification of the products, much conveniently, easier, and in the most 
comfortable way in supply chain. Virtual reality is an artificial development, 
generated by computer on a Three Dimensional manner, the environment 
that user can experience through the sensor sensitivity in supply chain. 

Virtual reality application in supply chain mostly depends upon the 
alignment of technology value, and the organization uses the operational 
needs in the organization requirement, i. Visualization capacity which is 
interactive and allows product design, to rapidly shift through multiple 
designs in supply chain. 2. Virtual reality in supply chain with different field 
of view point’s collaborate, with shared visualization, interact with various 
virtual supply chain network, that can be driven down by costs to given 
manufacturers, suppliers further insight to the products, process 
development in supply chain. 3. Capturing data visualizing the capabilities is 
transforming supply chain from a product development to the end-product 
to the customer requirement, which will assist complex decisions and help 
organization to bring interdependence, impact on decisions on operations. 

Introduction: 

In supply chain using virtual reality, will facilitate analysis; bring in 
rapid decisions, with good improved structure within the organization. 

In supply chain augmented reality helps logistics to collect process 
control, record data and accuracy, speed, as a massive efficiency driven 
within the supply chain. 
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Virtual reality is used to improve communication collection, of 
important data bringing in products to market, bringing in better payment 
system, and customer service in supply chain. Virtual reality can improve 
supply chain operations, product process design, and data process 
visualization employee collaboration. Virtual reality is an artificial computer 
generated three dimensional environment that use can experienced through 
sensory in supply chain. 

Virtual reality is an interactive computer generated experience that 
takes place in a simulated environment. Virtual reality are transferred 
through headsets, which create realistic images sounds, other sensations, 
which stimulate the physical presence, wearing headsets, is able to look 
around in the visual space in warehouse stores, but in reality they are to walk 
around the place where products are located enabling to pick the right 
product. 

Virtual reality has the power to boost customer service, reducing 
ordering cost, help into regulate, security systems, and improve the day to 
day functions in warehouse, stores, in supply chain. Virtual reality traces 
and analysis all actions, moves product interactions, in supply chain. In 
supply chain it will be able to understand how customer would think, 
discover the product, and are interested in providing customer preference 
based on the supply chain. 

Purpose of Study: 

Virtual reality improves communication throughout the business, and 
each employee will find the business improved with context to problems. 
Virtual reality maintains supplier relationship, management, maintaining 
relationship, ensuring that products are received with the help of virtual 
reality, visit suppliers, warehouses with the help of virtual reality. Virtual 
reality is convenient with suppliers to make safer bidding, auctions and 
signing contracts in supply chain. 

Augmented reality facilitate better order, picking process, the items 
that need to be picked by using the most efficient route in the warehouse. 
Virtual reality improves the delivery process safely, and efficient where the 
item is to be delivered in truck, the technology can process better and 
however the heavy the packages, it contents being fragile, and when it needs 
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to be delivered in supply chain. In supply chain customer has to walk 
through the warehouse look through the product without being in existence. 

Augmented and Virtual reality is revolutionized emerging platforms 
that are changing the supply chains, by reducing cost efficiency accuracy. 
Augmented and Virtual reality could bring out significant way that orders, 
are processed and shipped in supply chain. 

In supply chain augmented, virtual reality in retail supply chain engage 
customers with product with stepping to retail products in store or 
warehouse as it provides an experience in supply chain by creation of virtual 
reality in supply chain, and from markets advertising the considerable 
amount of virtual reality and augmented reality powered cannot be 
campaigned in supply chain, and provides organization with opportunity to 
give consumers the real time experience in supply chain. 

Literature: 

In supply chain machine learning and predictive virtual reality is very 
important in supply chain, logistic, industry for improving training 
education ensuring a cost effective and an error free shipment with 
significant benefits in supply chain. 

Augmented reality, virtual reality improves supply chain, with cost 
effective, and contributes to creating fast and error free shipment facilities: i. 
provides real time, information manufacturing facilities distribution 
warehouse. 2. Delivers products in line by providing best transportation 
routes. 3. Reduces the possibility of damage by providing detailed 
information on all packages contents to improve transparency. 

In supply chain warehouse activity receiving consignment unloading, 
counting, sorting, arranging of goods, products followed by the accuracy of 
accords constitute the total cost in supply chain. In supply chain picking up 
products account to a major part of total cost augmented reality has the 
potential to reduce his cost by digitalization the process. 

In supply chain augmented reality devices with the help of the latest being 
the smart glass being bought in have guided through stores, warehouse to 
carry out the operation as mentioned significantly reducing, with augmented 
reality and obtain information on the positioning the required products 
along with real time, inventory, and storage facilities layout planning of 
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stores or warehouses, and the arrangement to build storage, building 
effective storing, repackaging without augmented reality technology. 

Research Methodology: 

In supply chain using of sensors, new concept will be able to perform 
the advanced analysis of the products to bring in real-time to increase or 
decrease the production based on the sales generated with insights of the 
products, regardless whether shipment is to be delivered by truck or to 
distributors, warehouse. If sales are considered important as per the forecast, 
manufacturer can bring down the losses by making only few products and 
re-distributing when the demand is for the product. With augmented realty 
in progress the benefit can be reaped by transforming the supply chain into a 
global distribution. 

In supply chain logistic that the last minute delivery to the customer is 
rather expensive. Augmented reality has been put into save the financial 
cost, cutting the time spent on last minute delivery to customers is rather 
expensive, in accordance with delivering the correct boxes becomes 
admissible in supply chain. 

In supply chain it becomes necessary to observe the loading of the 
truck with the help of augmented reality used to identify, tag sequence, able 
to locate the box or parcel combining the use of artificial intelligence, as the 
Augmented reality glass, becomes necessary to navigate the truck or vehicle 
for proper delivery, and the system experience at that every delivery is 
benefitted to the correctness of delivery of the production in supply chain. 

In supply chain the use of Block Chain is combined with augmented 
reality to bring transparency, and traceable in procurement. The entire 
supply chain when customer is not able to trace the origin of the product, 
using augmented reality to identify track each point of shipment from 
manufacturer to the end user identify solve the problems and transfer the 
ownership to a Block Chain to assist the tracing of the products in supply 
chain. 

Discussion/Findings: 

In supply chain Big data is to boost the distribution of products 
throughout the supply chain, augmented reality is poised to increase the 
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speed at which data can be analysed, and bring augmented reality in supply 
chain, which is used to next generation in supply chain. 

In logistics, supply chain does heavily depend upon the timeliness, of 
operation, and the accuracy of data augmented data can be really a solution, 
for automating the warehouse activities, and productivity, reduces errors. 
Virtual reality is that being used to visualize the warehouse activities, layout, 
the planning process, which contribute to the accuracy in supply chain. 

In supply chain, the information in warehouse is the exact location of 
material, the shelf, the movement of aisle, these are now displaced with 
augmented reality in supply chain, the ability to avoid errors, wastage, time 
factor, in searching for the location, cost of training personnel, working in 
due of automation, of the navigation process in warehouse in supply chain, 
bringing in inefficiency of workers. 

Future Work/Conclusions: 

The addition of new workers in warehouse who are not familiar with 
environment, virtual reality is dedicated in teaching the safety, emergency 
procedure, accidents reduction, safety improvement in warehouse, bringing 
in better information on training, that happen due to immersive experience, 
and which lead to the consequence of accident in virtual reality. 

In supply chain warehouse planning in virtual reality is related to the 
environment, during which planning, in order to test the changes, 
understand the material flow, movements of workers in warehouse, the 
ability to get the details of the planning process environment in warehouse 
supply chain. The process also involves the problem of slow down process of 
virtual reality in supply chain. 

In supply chain augmented reality application help organization to use 
the best methods of storage, transportation, space, in the most optimal way. 
Codification on items, showing the dimensions, do help loaders in 
warehouse, load material, product in the right way, and this virtual reality 
does the system to be appropriate the correct way in supply chain. 

In supply we find that augmented reality has been used in global 
logistic to optimize the use of the findings, the application of allowing 
reduction in the handling time in large warehouse. Virtual reality can also 
find its use in logistic industry, visualizing the warehouse that will found to 
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be a perfect platform for standardizing the load system, laying down the 
traffic routes in supply chain. 
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6. Self-Reliance India 


Mr Jayendra Pravinbhai Siddhapura, Faculty, Department of Commerce, 

Shree Palav Schools, Rajkot (Gujarat) 

Self reliance India is an approachable concept. The study is related 
with critical and analytical thinking of can India become 100% self reliance 
with that also arguments of education system of current with respect of new 
policy how it will help to achieve the goal.21 globally identified Indian 
unicorns that how it boost the financial position of country and with that 
failure of start-ups and how one can prevent to fail what the government 
think about the all departments to become self reliance and what make in 
India impact on that. 

Key words : self reliance India, globally identified Indian unicorns, start 
ups, government. 

Introduction : 

The term was coined by the Prime Minister of India, Mr Narendra 
Modi during his address to the nation on May 12, 2020. He called this 
campaign as Aatma Nirbhar Bharat Abhiyaan (Self- Reliant India 
Movement). He also defined five pillars of Aatmanirbhar Bharat - Economy, 
Infrastructure, System, Demography and Demand. He stressed upon the fact 
that it is time to become vocal for our local products and make them global. 
Under this campaign, a special economic package has been released by the 
government, which will benefit various segments including cottage industry. 
Micro, Small and Medium Enterprises (MSMEs), labourers, middle class, and 
industries, among others. 

The economic package that was announced by the Prime Minister 
along with various packages released during the lockdown period comes to 
around Rs 20 lakh crore (US$ 283.73 billion), which is about 10 per cent of 
India's GDP. It is expected to provide support and strength to various 
sections of the country and give a renewed boost to the development journey 
of the country in 2020. In order to prove the determination of a self-reliant 
India, Land, Labour, Liquidity and Laws have all been emphasized in this 
package. 
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When this concept came: 

Addressing the nation on the COVID-19 pandemic, Prime Minister 
Narendra Modi emphasised the necessity of a self-reliant India. Which 
means the we won't be dependent on any nation anymore.Addressing the 
nation on the COVID-19 pandemic, Prime Minister Narendra Modi 
emphasised the necessity of a self-reliant India. He said the need was 
brought home by the absence of domestic production of personal protective 
equipment (PPE) when COVID-19 struck, but India initiated and quickly 
ramped up PPE production. Mr. Modi said there needs to be improvement in 
quality and domestic supply chains going forward. If this is to happen 
though, India will have to make major course changes in development 
strategies. 

What did finance department do for boost the self reliance India 
project: 

Minister of Einance & Corporate Affairs, Ms Nirmala Sitharaman made 
all the announcements related to various sectors on different days, split 
under five tranches and giving detailed information about the steps being 
carried out by the government. 

Tranche 1 (Businesses including MSMEs) 

The first measure being focussed on was the idea of Getting back to 
work i.e., facilitating employees and employers, businesses, especially 
MSMEs, to get back to production and workers back to gainful employment. 
Plans to strengthen Non-Banking Einancial Companies (NBECs), Housing 
Einance Companies (HECs), Micro Einance Sector and Power Sector were 
also unfolded. 

Pradhan Mantri Garib Kalyan Package (PMGK) was introduced in April 
2020 in order to provide relief to underprivileged and help them fight the 
battle against COVID-19. The budget allocated to the scheme was Rs 1.70 
lakh crore (US$ 24.12 billion). 


-56- 



Tranche 2 (Poor, including migrant and farmers) 

Migrant workers are being provide additional free food grains and 
chana for two months in the State/Union Territory they are stranded at 
present. Government has allocated Rs 3,500 crore (US$ 496.52 million) for 
this. Government also plans to introduce affordable rental housing 
complexes in order to provide social security and quality life to migrant 
labour, urban poor, and students etc. This will be implemented under PPP 
(public-private partnership) model. 

Government will provide relief to small businesses under MUDRA- 
Shishu loans by providing interest subvention of two per cent for on time 
payees for a period of 12 months. The current portfolio of the scheme is Rs 
1.62 lakh crore (US$ 22.98 billion) and an additional relief of Rs 1,500 crore 
(US$ 212.80 million) is provided by the government. 

Street vendors will also get easy access to credit under a special 
scheme that will provide them initial working capital up to Rs 10,000 (US$ 
141.86) for each enterprise. Urban and rural vendors doing business in the 
adjoining urban areas will be covered under the scheme. Around 50 lakh 
street vendors are expected to benefit and credit of Rs 5,000 crore (US$ 
709.32 million) would flow to them. 

In order to provide boost to the housing sector and increase the 
demand for steel, cement, transport and other construction material, 
government has extended Credit Linked Subsidy Scheme for middle income 
group (annual Income between Rs 6 and 18 lakh (US$ 0.01 and 0.03 million)) 
up to March 2021. Around 2.5 lakh middle income families are estimated to 
benefit under this during 2020-21 and will lead to investment of over Rs 
70,000 crore (US$ 9.93 billion) in the housing sector. 

Employment for tribals via Rs 6000 crore ((US$ 851.18 million) using 
Compensatory Afforestation Management & Planning Authority (CAMPA) 
Funds. This will for create Job opportunities in urban, semi-urban & rural 
areas for afforestation and plantation works 

Government is providing direct support to the farmers in form of 
loans. National Bank for Agriculture and Rural Development (NABARD) will 
provide additional re-fmance support of Rs 30,000 crore (US$ 4.26 billion) 
for meeting crop loan requirement of Rural Cooperative Banks and Regional 
Rural Banks (RRBs). This is over and above Rs 90,000 crore (US$ 12.77 
billion) that will be provided by NABARD to this sector in the normal 
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course. Around 3 crore farmers, mostly small and marginal, will get the 
benefit under this. 

Government is also investing Rs 2 lakh crore (US$ 28.37 billion) in the 
farm sector and providing concessional credit to PM-KISAN beneficiaries 
through Kisan Credit Cards. The scheme will also include fishermen and 
animal husbandry farms. 

Tranche 3 (Agriculture) 

During the lockdown period. Minimum Support Price (MSP) 
purchases of amount more than Rs 74,300 crore, PM KISAN fund Transfer of 
Rs 18,700 crore (US$ 2.65 billion) and PM Fasal Bima Yojana claim payment 
of Rs 6,400 crore (US$ 907.93 million) have been made. 

Government plans to strengthen infrastructure logistic and capacity 
building. It is providing Rs 1 lakh crore (US$ 14.19 billion) financing facility 
for funding Agriculture Infrastructure Projects at farm-gate and aggregation 
points (Primary Agricultural Cooperative Societies, Farmers Producer 
organizations. Agriculture Entrepreneurs, Start-ups, etc.). 

In order to promote Prime Minister’s vision of Vocal for Local with 
Global outreach’. Micro Food Enterprises (MEE) need technical up-gradation 
to achieve ESSAl food standards, build brands and marketing. Government is 
allocating Rs 10,000 crore (US$ 1.42 billion) for formalisation of MEE and 
support Earmer Producer Organisations, Self Help Groups and Cooperatives 
and existing MEEs. 

Eor the marine sector, government plans to launch Pradhan Mantri 
Matsya Sampada Yojana (PMMSY). This will be focused on integrated, 
sustainable, and inclusive development of marine and inland fisheries. 
Allocation of Rs 11,000 crore (US$ 1.56 billion) for activities in Marine, Inland 
fisheries and Aquaculture and Rs 9,000 crore (US$ 1.28 billion) for 
Infrastructure (Pishing Harbours, Cold chain. Markets etc.) shall be 
provided. This is expected to generate employment for 55 lakh people and 
double the export to Rs 1 lakh crore (US$ 14.19 billion). 

An Animal Husbandry Infrastructure Development Pund of Rs 15,000 
crore (US$ 2.13 billion) will be set up with an aim to support private 
investment in dairy processing, value addition and cattle feed infrastructure. 
Incentives will be given for establishing plants for export of niche products. 
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Government has allocated Rs 4,000 crore (US$ 567.46 million) for 
promotion of herbal cultivation by National Medicinal Plants Board (NMPB) 
in the next two years. Around Rs 5,000 crore (US$ 709.32 million) of income 
will be generated for farmers by herbal cultivation. 

In order to support beekeeping, government has allocated Rs 500 crore 
(US$ 70.93 million) for the sector. Infrastructure including Integrated 
Beekeeping Development Centres, Collection, Marketing and Storage 
Centres, post-Harvest and Value Addition Facilities will be improved under 
the scheme. 

“Operation Greens” run by the Ministry of Food Processing Industries 
(MoFPl) will be extended from tomatoes, onion and potatoes (TOP) to all 
fruit and vegetables (TOTAL) and will provide 50 per cent subsidy on 
transportation from surplus to deficient markets, 50 per cent subsidy on 
storage (including cold storages) and will be launched as a pilot for the next 
6 months and will be extended and expanded thereafter. This will lead to 
better price realisation to farmers, reduced wastage, and affordability of 
products for consumers. Rs 500 crore (US$ 70.93 million) is being allocated 
for this scheme. 

Tranche 4 (New Horizon of Growth) 

Coal Sector 

Government plans to introduce competition, transparency and private 
sector participation in the Coal Sector through: 

Revenue sharing mechanism instead of regime of fixed Rupee/tonne Entry 
norms’ will be liberalised 

Mineral sector 

In order to enhance private investments in the mineral sector, 500 
mining blocks would be offered through an open and transparent auction 
process. Government also plans to introduce few policy reforms in order to 
increase efficiency in mining and production. 
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Defence Sector 


Government has increased the Foreign Direct Investment (FDI) in the 
Defence manufacturing under automatic route from 49 per cent to 74 per 
cent. ‘Make in India’ for Self-Reliance in Defence Production will be 
promoted by notifying a list of weapons/platforms for ban on import with 
year wise timelines, Indigenisation of imported spares, and separate budget 
provisioning for domestic capital procurement. This will help reduce huge 
Defence import bill. 

Aviation Sector 

Government plans to ease the Indian Air Space so that civilian flying 
becomes more efficient. It is estimated to bring a total benefit of about Rs 
1,000 crore (US$ 141.86 million) per year for the aviation sector. India also 
plans to become a global hub for Aircraft Maintenance, Repair and Overhaul 
(MRO). Aircraft component repairs and airframe maintenance cost to 
increase from Rs 800 crore to Rs 2,000 crore (US$ 113 to 283 million) in three 
years. Major engine manufacturers in the world are also expected to increase 
their engine repair facilities in India in the coming year. 

Power Sector 

Government plans to introduce tariff policy reform in order to 
conserve consumer rights as well as promote industry. It also plans to 
privatise the sector in UTs in order to improve services to consumer and 
enhance operational and financial efficiency in distribution. 

Social Infrastructure Sector 

In order to enhance the quantum of Viability Gap Funding (VGF) up to 
30 per cent each of total project cost, government has allocated Rs 8,100 
crore (US$ 1.15 billion). 

Space Sector 

The government plans to provide opportunity to private companies in 
satellites, launches and space-based services. Policies will be reformed be 
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reformed accordingly. Liberal geo-spatial data policy will provide remote¬ 
sensing data to tech-entrepreneurs. 

Atomic Energy Related Reforms 

In order to provide affordable treatment for cancer and other diseases 
with the help of medical isotopes and research reactor will be developed 
under PPP model. Nuclear sector will be linked with India’s robust start-up 
ecosystem, and for this, Technology Development-cum-Incubation 

Centres will be set up for nurturing synergy between research facilities and 
tech-entrepreneurs. 

Tranche 5 (Government Reforms and Enablers) 

Employment Generation 

Mahatma Gandhi Employment Guarantee Act (MGNREGS) has been 
awarded Rs 40,000 crore (US$ 5.67 billion) to help generate nearly 300 crore 
person days in total addressing need for more work including returning 
migrant workers in monsoon season as well. 

Healthcare Sector 

The government expects to increase the public expenditure in 
healthcare sector by investing in grass root health institutions and ramping 
up Health and Wellness Centres in rural and urban areas. Plan is to prepare 
India for any future pandemics through: 

Infectious diseases hospital blocks in all districts 

Strengthening lab network and surveillance - integrated public health 
labs in all districts and block along with block level labs and public health 
units to manage pandemics encouraging research by having a National 
Institutional Platform for One Health by ICMR. 


-61- 



National Digital Health Mission 
Education Sector 

Government has launched PM eVIDYA, a programme for multi-mode 
access to digital/online education. Other initiatives to be launched include 
Manodarpan, New National Curriculum and Pedagogical framework, 
National Foundational Literacy and Numeracy Mission. 

Now let us know why India can't achieve 100% self reliance with a valid 
reasons and arguments: 

When at a time of LPG , the very concept of self reliance was in vain 
because advanced technologies could simply be bought from anywhere at 
lower costs. With entry of foreign corporations, most Indian private 
companies retreated into technology imports or collaborations. Even today, 
most R&D in India is conducted by PSUs, and much of the smaller but rising 
proportion of private sector R&D is by foreign corporations in information 
technology and biotechnology/pharma. Given the disinclination of most of 
the private sector towards R&D and high-tech manufacturing, significant 
government reinvestment in PSUs and R&D is essential for self-reliance. 

Now let's see what our Defence Minister Manohar Parrikar said during 
Question Hour that huge costs will have to be incurred if certain 
components are produced in small numbers and it would be better to buy it 
from open market. He added that to attain a high degree of self sufficiency, 
70 per cent was a good figure. 

Impact on India education system on self reliance : 

But now if we consider the new education system which recently 
announced is hopeful for achieving self reliance India because it contains the 
over all development of a child by that he/she can know the full potential 
and life aspects but that too all depends on the proper implementation of 
this new policy. If we talked about the current education system of India 
which is not that significance in self reliance India because it's not contain 
overall development of a child there is certain loopholes. 
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Now let's see 21 globally identified Indian unicorns and their brief 
history: 

Two out of every three unicorns founded by Indian entrepreneurs are 
headquartered outside the country, a new survey showed. 

Indians have produced 61 unicorns—startups valued over $1 billion—so 
far. Yet, 40 of them are based outside the country, according to the Hurun 
Global Unicorn List 2020. The 21 unicorns that are based in India have a 
cumulative valuation of $73.2 billion compared with $99.6 billion worth of 
unicorns founded by Indians overseas. 

Hurun Report India MD and Chief Researcher Anas Rahman Junaid 
said: “India officially has 61 unicorns, but only 21 are headquartered in India, 
with the remaining started up by Indians overseas. We hope Hurun Global 
Unicorn Report 2020 would inspire entrepreneurs in India to create billion- 
dollar startups, serving the Prime Minister’s call for aatma nirbhar’ 
Bharat”.The average age of Indian unicorns is 7 years, of which 2 are less 
than four years old. Ola Electric is the youngest unicorn on the list, being 
founded in 2017. 

Top 10 Indian unicorns make up 78% of the total value of India’s 
unicorns, while Paytm alone claims nearly 22% of the total valuation share of 
these unicorns, with a valuation of US$i6bn. 

Let's look the brief history of 21 globally identified Indian unicorns : 

Paytm: Valued at US$i6bn, Paytm is a leading Indian online payments 
company. It ranks 13th in the Hurun Global Unicorn List 2020. Paytm was 
founded by Vijay Shekhar Sharma in 2010, with an initial investment of 
US$2mn. In its recent funding round held in November 2019, the company 
raised US$ibn. It was known that it was the highest amount raised by an 
Indian Unicorn in the year 2019. Currently, Paytm is the most valued Indian 
start-up. 

OYO Rooms: Online Hotel booking platform OYO Rooms is currently 
valued at US$8bn. In October 2019, the startup’s founder, Ritesh Agarwal 
invested US$2bn in the company. Out of those, US$i.3bn were used to buy 
the stakes from two of the investors of the startup. This move nearly tripled 
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Agarwal’s share in the company. The remaining USSyoomn were infused as 
fresh capital. 

BYJU’s: Byju Raveendran led ed-tech startup BYJU’s ranks 31st in the 
Hurun Global Unicorn List 2020, with a valuation of US$8bn. The learning 
platform was founded in 2011. In its recent funding round, the company has 
raised US$i.2bn. It is India’s largest ed-tech startup, as of date. 

Ola Cabs: Indian ride-sharing app Ola ranks 49th in the list, with a 
business valuation of US$6bn. In October last year, the startup was valued at 
US$iobn. However, over a few months, its value has declined by US$4bn, 
marking its rank down by 6 positions. SoftBank, Tiger Global, Tencent, 
Matrix Partners, and DST Global are the major shareholders in the Unicorn 
startup. 

Swiggy: Online food delivery startup Swiggy is currently valued at 
US$3.5bn. Swiggy began its operations since August 2014. The Unicorn 
received US$43mn as funding in April this year. This marks the total funding 
amount raised by the startup at US$i56mn in its latest funding round. 

Zomato: Valued at US$3.5bn, India’s leading food delivery platform, 
Zomato ranks 96th in the list. It was founded by Deepinder Goyal and 
Pankaj Chaddah in the year 2008. To remain at the forefront of the online 
food delivery business, Zomato has invested in several other related startups 
as well. In January this year, the company raised US$i5omn funding from Ant 
Financial. 

Paytm Mall: At US$3bn, Paytm Mall is positioned at 108th rank in the 
Unicorn list. The E-commerce platform is a venture of Paytm, an Indian 
online payments company, which is in operation since 2016. It is known that 
the operational rate of the platform is up to 300,000 orders per day. In its 
recent corporate round of funding, the app raised US$i5omn from eBay, an 
American e-commerce company. 

ReNew Power: Sumant Sinha led ReNew Power is valued at US$3bn 
and ranks 108th as per the list. The renewable energy giant began its 
operations in January 2011. In February last year, the company raised 
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US$25omn from US-bases Overseas Private Investment Corporation (OPIC). 
The company’s renewable energy projects are spread throughout several 
Indian states. 

Zerodha: Fintech company Zerodha’s current valuation is US$3bn, and 
shares the io8th position in the list, along with ReNew Power. The startup 
was founded by the Kamath brothers, Nithin and Nikhil Kamath in 2010. In 
June this year, GoldenPi, an online bonds and debentures trading platform, 
raised INR3.5Crore from Zerodha, through Rainmatter capital, a fund 
created by Zerodha in 2016. 

BigBasket: With a business valuation of US$2.5bn, BigBasket is one of 
India’s leading online grocery store. The Bengaluru based startup was 
founded in October 2011. In May 2019, the company paved a way for itself in 
the Unicorn startups’ list, when it secured funding of US$i5omn. In its latest 
round of funding, BigBasket has managed to raise debt-based funding worth 
US$5i.78mn from Alibaba and CDC Group. 

Udaan: B2B startup Udaan, which is currently valued at US$2.5bn, 
ranks 156th in the Hurun Global Unicorn List 2020. It was founded in 2016 by 
Flipkart’s ex-employees Amod Malviya, Vaibhav Gupta, and Sujeet Kumar. 
The startup has raised around US$90omn in total funding to date. Out of 
which, US$3omn was raised in March this year. Before this, it had raised 
US$585mn in October 2019. 

BillDesk: Valued at US$2bn, BillDesk ranks 170th in the list. A fintech 
company, it was founded in the year 2000 by Karthik Ganapathy, Ajay 
Kaushal and MN Srinivasu. The company is headquartered in Ahmedabad, 
Gujarat and it achieved a Unicorn status in November 2018. At the beginning 
of the year 2019, American payment company Visa and Singapore based 
investment company Temasek Holdings infused INR6ooCrore in the 
company. 

Delhivery: Gurgaon based startup Delhivery’s valuation stands at 
US$2bn as per Hurun Global Unicorn List 2020. The company holds 170th 
Rank in the list this year. It began its operations in the year 2011 after it was 
founded by Bhavesh Manglani, Kapil Bharati, Mohit Tandon, Sahil Barua and 
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Suraj Saharan. The logistics firm secured funding of US$ii5mn from Canada 
Pension Plan Investment Board (CPPIB) in the later part of 2019. 

Mu Sigma: Sharing the 170th position along with two other startups in 
the list, Mu Sigma has a valuation of US$2bn. The Bengaluru based big-data 
company is led by Dhiraj C Rajaram, an engineering graduate. The company 
took off its operations in 2004. Funding firms Sequoia Capital, General 
Atlantic and MasterCard have been Mu Sigma’s major investors. 

Lenskart: E-commerce company involved in eyewear products, 
Lenskart is valued at US$i.5bn in the Hurun Global Unicorn List 2020. In 
December last year, the company raised US$23imn from SoftBank’s Vision 
Fund. Lenskart is currently exploring the digital and AI tools to reach out to 
its current and potential customers. 

PolicyBazaar: Ranked at the 257th position in the list, fmtech 
company PolicyBazaar is valued at US$i.5bn. The startup was founded by 
Alok Bansal, an IIM graduate, Yashish Dahiya and Avaneesh Nirjar, who are 
IITians. The company achieved a Unicorn status in 2018. In its recent round 
of funding, it has received US$i3omn worth of funding from SoftBank. 

FirstCry: FirstCry is valued at US$i.2bn and ranks 339th in the Hurun 
Global Unicorn List 2020. At the beginning of 2020, the E-commerce 
company raised US$30omn from SoftBank’s Vision Fund and entered the 
Unicorn club of companies. It was founded by Amitava Saha, Sanket 
Hattimattur and Supam Maheshwari in 2010. 

Dreamii: Gaming company Dreamii has a valuation of US$ibn in the 
list and holds the 351st position in the same. Until its recent funding round 
held in April 2019, the company had raised a total of US$ioomn in 5 rounds. 
In the same month, it bagged the tag of becoming India’s first gaming 
company to enter the Unicorn club. 

Hike: Popular as a messenger app. Hike is valued at US$ibn in the 
Hurun Global Unicorn List 2020. The communication platform was started 
by Kavin Bharti Mittal in 2012. Hike has raised total funds of US$26imn in 5 
rounds of funding, the recent one being in August 2016. Foxconn Technology 


-66- 



Group, Tencent Holdings, and Tiger Global Management are the key 
investors in the platform. 

Ola Electric: Ola Electric is valued at US$ibn and ranks 351st in the 
list. The company, which deals in EV products, was founded by Anand Shah 
and Ankit Jain in 2017. In March 2020, Ola Electric raised US$imn, while 
having raised a total sum of US$307mn till date. In mid-2019, when SoftBank 
infused US$25omn in the company, it was able to achieve Unicorn status. 

Rivigo: Ranked at the 351st position in the Hurun Global Unicorn List 
2020, Rivigo has a total valuation of US$ibn. The Gurgaon-based logistics 
company was founded by IIT graduates Deepak Garg and Gazal Kalra in 
2014. SAIF Partners and Warburg Pincus are the major investors in the 
startup, with both of them having led an investment round for the company 
in June 2019, wherein it raised US$65mn. 


Top gainers in a year 


India has added 3 new unicorns to the list this year. Along with being 
the highest valued Indian unicorn, fmtech company PayTm is also the 
highest gainer in the Indian unicorn category. Over a year’s period, the 
company has managed to increase its valuation by a whooping US$6bn. The 
next highest gainer is OYO Rooms, who marked up its valuation by US$3bn. 
Here are the companies who increased their valuations by US$ibn in the 
recent year: Take a look of following illustration which shows the top 
unicorns and it's investors 


Top 10 Indian Unicorns 

Valuation (figures in $ bn) 

Paytm 
OYO Rooms 
BYJU’s 
Ola Cabs 
Swiggy 
Zomato 
Paytm Mall 
ReNew Power 
BigBasket 
Udaan 

Infographic: Manni 


Top investors in Indian unicorns 

No. of un/corns 

Softbank 

Alibaba Group 

Tiger Global 
Management 

Sequoia 

DST Global 

Tencent 

General Atlantic 

Temasek Holdings 


TECHCIRCLE 




(table source : techcircle) 
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Bengaluru remains the country’s unicorn capital with eight such 
companies based in the southern city. Gurugram and Noida follow suit with 
six and two unicorns each. “Bengaluru contributes to the list by adding 
unicorns worth $29 billion in total, while Gurgaon and Noida contribute by 
$r9 billion each,” the report said. “Despite being home to only two of India’s 
unicorns, Noida has a 24% valuation share since Paytm has a base in the 
city.” 

Indian unicorns have also been attractive bets for several foreign 
investors. Masayoshi Son’s Softbank is the most active, having invested in 
nine Indian unicorns—more than any other investor. Jack Ma’s Alibaba 
Group and Tiger Global Management have stakes in five Indian unicorns. 
Sequoia Capital has invested in four. 

Now let's know the failure reasons for a new start up in India and how 
one can prevent it: 

The question on everyone’s mind was “what is wrong with Indian 
startups? Why are they failing despite so much funding?” Let's know the 
crisp reasons: 

• Monday troubles 

• Copycat approach 

• Comfort zone issues 

• Ease of doing business 

• Bad infrastructure 

• Corruption 

• Poor marketing 

• Market not ready for innovation 

• Lack of ownership 

• Unplanned approach 

• Nepotism 

But there are certain point to prevent the failure: 

• Analyse if your customer acquisition strategy is scalable. 

• Go out, talk to people before you start building your product. 
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• Research your industry, it is easier and cheaper to make changes in the 
idea stage. 

• Keeping a track of accounts and how long company can run given 
current circumstances. 

• Marketing should not start only when the product is completed, it 
should began much early. 

• Have a “to not do” list along with a todo list. 

• Look for client reputation before issuing credit. 

• Don’t fall in love with your solutions, be customer centered. 

• Enhance leadership skills. 

• Be confident enough. 

Conclussion: 

By following article we can say that self reliance India is approachable 
but for that we have to make certain changes all over. That will show the 
dynamic effect in self reliance India. But for that everyone have to be "local 
for vocal!" 
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7- Root Causes and its Effects of Low Productivity in Agriculture Sector 

of India and Solutions of it 

Ms. Chandni Kamleshkumar Jhangiani, Research Scholar, Saurashtra 

University, Rajkot 

Agriculture in India is undergoing a structural change leading to a crisis 
situation. The rate of agricultural output is gradually declining in the recent 
years. The relative contribution of agriculture to the GDP has been declining 
over the time steadily .The performance of agriculture by crop categories also 
clearly indicates the slowing down the process of agriculture in India. The 
onset of deceleration in agriculture began from early nineties and it became 
sharp from the late nineties. The trends in the area, input use, capital stock, 
and technology also reflect the agricultural downfall and the farmer’s response 
accordingly. It is alarming that India is moving towards a point of no return, 
from being a self-reliant nation of food surplus to a net importer of food. All 
these trends indicate that the agricultural sector in India is facing a crisis 
today. 

When economic growth is characterized by a slow rise in the demand 
for food and rapid growth in farm relative to non-agricultural productivity, it is 
untestable that agriculture in a developing economy develops. But why should 
agriculture in all the developing economies declines, as well including those 
able to retain a comparative advantage in agriculture products? A key part of 
answer is that the demand for non- agriculture goods tends to be income 
elastic so resources are diverted to their production even in rural areas. 
Keywords: Agriculture, GDP, Economy 

Introduction: 

Agricultural research in India has an interesting history regarding its 
growth and development. It started during the colonial era and today during 
the agricultural research system in India it includes some 27,500 scientists and 
more than 1,00,000 supporting staff actively engaged in agricultural research 
system in the world even though we are not able to achieve the optimum 
growth in the field of agricultural economy. 

As it is well said that India is an agricultural based economy. Agriculture 
is considered as pilot of all primary raw materials on which industries are 
supposed to be based. On the contrary by using agricultural products GDP and 
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export based of industry based perishable, non-perishable, capital and 
consumer goods have gone up. It’s nothing but paradox that we have been 
norm as agriculture country but generally we do not surplus to export and we 
are still longing to earn forex from agriculture products. 

Literature Review 

A Study on the current trend of Agriculture and its Productivity, 
Lopamudra Lenka Samantary(2oi5) 

The agriculture sector of India is passing through a dynamic phase in the 
recent era of development. It provides 65% of employment opportunities for 
the working population of India. Since post- independence period, the 
Government of India has been Initiating its policy framework for the 
structural, technological and institutional changes for agriculture sector. 
During five year plan (1951-56), the special address was for the agriculture 
sector to deal with the food crisis. In the iith five year plan (2007-12) made a 
target to reverse the deceleration in agriculture growth and productivity. In i2th 
five year plan the main focus is for the rapid growth and inclusive growth of 
agriculture. Though the development is not seen in the agriculture sector. 

Agriculture and Development brief review of the literature” (2011) 

Having been a key preoccupation of a developing country 
governments, donors and the international community during the 1960s and 
1970s, agriculture disappeared from the development agenda in the 1980s and 
1990s, only to appear in the first decade of the 2ist neglect and 
underinvestment. There is now renewed interest in the problems of the sector- 
not to a smaller extent, thanks to the 2008 World Development Report. For 
example, the G8 countries promised $22 billion for investment in agriculture 
during their meeting in Aquila, Italy in 2009. 

Agricultural Growth Deceleration in India Kiran Kumar Kakarlapudi 
(2010) 

Since the inception of economic reforms, Indian Economy has achieved 
a remarkable rate of growth. The growth process bypassed the agricultural 
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sector which showed sharp deceleration in the growth rate. Given the 
relevance of the sector for employment and rural development the declining 
trend in agricultural groAvth has emerged as a major concern for researchers 
and policymakers. The sector has recorded wide variations in yield and 
productivity and there was a shift towards cash crop cultivations. Moreover, 
agricultural indebtedness pushed several farming households into poverty and 
some of them resorted to extreme measures like suicides. 

Striving for higher impacts in agriculture research and development- 
MM Waithaka and IJ Minde(2oo4) 

After the years substantial investments in agriculture research have been 
made. The few studies on returns from to research investments show 
impressive returns that are comparable to those achieve in developed 
countries. One way that research institutes can adopt to achieve impact at the 
development level is impact orientation. Despite massive investments in 
agricultural research ,the growth is still slow and many challenges stand in 
the way of future development. 

What is new and different about this Study 

From the literatures it is quite clear that causes and problems of 
agriculture is popular term. Every research paper shows the causes, problems 
of the low productivity, low GDP rate, high level in work force, farmer’s 
indebtedness etc. But none or few research studies scratch the solution of the 
causes and problems. 

So this research study the main focus will be on what could be the 
solutions of the causes that are hindering the growth and development of 
agriculture sector in the Indian economy. 

Objectives of the study: 

• How we can increase the GVA (Gross Value Added) of the agriculture 
sector? 

• How we can increase the GDP (Gross Domestic Product) of the 
agriculture sector? 

• To give good theoretical aspects to Indian agriculture sector 
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• To find out whether the work-force affect the GDP or not 


Research Questions: 

In this study we specifically ask: 

• Is there any evidence that agriculture sector has acted as an “engine of 
growth” for the Indian states? 

• Is there any relation between work-force and GDP (Gross Domestic 
Product)? 

• What should we do to optimise labour employed, productivity and 
contribution to GDP (Gross Domestic Product)? 

Research Methodology: 

• The study will be entirely based on secondary data. The focus will be on 
the entire agricultural sector and on its activities. 

• The study will be conducted focusing on the major crops of different 
geographical areas of India. 

• The primary data shall be collected in the form of Questionnaire and 
remarks of the farmers. 


Data and Variables: 


The following table shows the agriculture area, production, and yield 
and of major crops and the Growth Rate in output of various crops: 


A:iM,prill 1' - iti "'ii; ?l(! : ■ 


Crops 

Area (Lakh hectare) 

Production (Million 
Tonnes) 

Yield (kg/heclare) 


ZOlflS 

201546 

2016-17* 

2014-15 

2015-16 

201617* 

201615 

2015-16 

201617* 

Rice 

441.10 

434.99 

43194 

105.48 

104.41 

110.15 

2391 

2400 

2550 

Wheat 

314 6S 

304 18 

305.97 

86^3 

92.29 

98.38 

2750 

3034 

3216 

Coarse cereals 

2S1.70 

243.89 

247.71 

4206 

38.52 

4419 

1703 

1579 

1784 

Pulses 

23S.S4 

249.12 

294 65 

17.15 

16J5 

2295 

728 

656 

779 

Koodgrams 

1243.00 

1232.18 

128026 

252.02 

251.57 

275.68 

2028 

2042 

2153 

Oilseeds 

255.% 

26007 

26206 

27il 

25.25 

32.10 

1075 

968 

1225 

Sugarcane 

S0.b6 

49.27 

43.89 

362J3 

348.45 

306.72 

71512 

70720 

69806 

Cotton^ 

128.19 

122.92 

10845 

3400 

30.01 

33.09 

462 

415 

519 

jute & Mesial 

8.10 

7.82 

7.66 

11.13 

1052 

1060 

2473 

2421 

2490 


' 4th advance estimates 9 Production in million bales of 170 kg each, 
k Production in million bales 180 Kg each. 
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(irovtlh Kulr in Output ui VnriiHis Crop Cutccprir^ uf Vitrimlturr 


iliom VatjcolOmpul M twj ^»^OPn^fl 


I’crKHi 

CtreaU 

hllsCN 

iiki 

Pruii\ and 
Vegetable^ 

Other 

CV*p^ 

AU 

C'nifw 

l‘>5l-?2li I‘«i7-6K 
(IN:-(irccB KcnoIuIiob I’cmKil 

4 19 

2 98 

2 .n 

2 42 

'(X( 

IM6K XI 

Kiiccn Kctiilu IIM 1 1’cnod) 

■'4< 

0 97 

4 82 

298 

'(XI 

I'm 1. l‘W(» ‘»l 

iW'idcf TcthmiloRV Diwcninuiion I’ctiod 

-52 

541 

2 84 

171 

2.97 

IWI V2l< l<«^ u? 
ilurlv Rcli>nn\ I’criiKlI 


2 92 

6.07 

2 IX 

'09 

11 ZiiOi 02 
[Nmlh Plun PcntKll 

1 49 

1 4J 

4 11 

'82 

2.15 

2002It 200(> 07 
; I cnlh I’luB I’cniHl) 

1 28 

4 29 

2.97 

.'58 

2 46 


Source: National Accounts Statistics 2oo8(New Series),Central Statistical 
Organisation, Ministry of Statistics and Programme Implementation, New 
Delhi. 

Causes of the agricultural sector: 

The following are the root causes of the agricultural sector: 

• Land holdings 

• Availability of finance and market conditions 

• Cost price of farmers-Selling price of farmers to APMS(Agriculture 
produce marketing committee)-Selling price to end users/industries 

• Water availability 

• Storing capacity at farmers disposal and storing capacity at SFC(State 
Food Corporation) and NFC (National Food Corporation). 

Solutions of the causes: 

• Social or community farming with large farms and more owners 
involved-Model “Kibutz” from Israel. 

• Nearby requisitions centers 

• PPP based modal agro-processing centers in the viscidity of farmers. 

• Direct and sustainable irrigation. 

• Avoidance of foreign hybrid seeds and education on it. 

• Government should discourage the conversion of agriculture land into 
non agriculture land. 

• Increase and Improvement in Green House. 
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Implications 


It is argued that the root cause of the crisis was that agriculture is no 
more a profitable economic activity when compared to other enterprises. It 
means that the income derived from these activities is not sufficient enough to 
meet the expenditures of the cultivators. And therefore, unless agriculture 
sector is made a profitable enterprise, the present crisis cannot be solved. 

It is argued that the consequence of agricultural crisis in India is very 
vast and likely to hit all the other sectors and the national economy in several 
ways. In specific, it has adverse effect on food supply prices of foodgrains, cost 
of living, health and nutrition, poverty, employment, labour market, land loss 
from agriculture and foreign exchange earnings. In sum, it is revealed that the 
agricultural crisis would be affecting a majority people of the India and the 
economy as a whole in the long run. And therefore, it can be argued that the 
crisis in agriculture is a crisis of the country as a whole. 

Conclusion 

The only remedy to the crisis is to do all that is possible to make 
agriculture a profitable enterprise and attract the farmers to continue the crop 
production activities. As an effort towards this direction, the government 
should augment its investments and expenditure in the farm sector. 
Investment in agriculture and its allied sectors, including irrigation, transport, 
communication, rural market, rural infrastructure and farm research, should 
be drastically increased, and the government, and the government should aim 
at integrated development of the rural areas. 

The solution of the problem is not in a few “packages” but in drastic 
changes in the present economic policies related to agriculture. No other 
sector’s growth and development must be at the cost of agriculture. All the 
farmers, agricultural labourers, societies. Government and People’s 
Organisations should work collectively to revive agriculture and “Save India 
from Agriculture Crisis”. 
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